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, o INTRODUCTION {

1]

How are you going‘to use your job skills after.you finish
school” L .

2
’

[N ’

‘

Have you ever thought about starting_your own software design
company?

S T . . . ‘

%
This module describes people who have started and managed
software design companies. It gives you an idea of what they
do and some of the special skills they mneed.
You will read about ) : . .
planning a software design company .. ‘
choosing a location - ’
getting money to start
being in chagge
"organizing the work
setting prices -
advertising and selling
keeping financial records

keeping your business successful .
\

. You will also have a chance to practice some of the things

that software design company owners do. %
Then you will have a better idea of whether a career as a
software desigp company .pwner is for ydu..<

* -

K . . . 3

Before you read\Ehis module, you might want to study
Module 1, Getting Down to Business: What's It All About?.

When yda finish this module, you might want "to’ read -
Module 17, Getting Down to Business: Answering Service,
Module 18, Getting Down to Business: Secretarial Service;
Module 19, Getting Down to Business: Bookkeeping Service;
Module 21, Getting Down to Businesg: Word Processing -

Service. ] i . ‘

~ ’ . ’ <

These modules are related tp other business and office

programs. ' : :

»

[
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' Objective 2:

. Goaﬂ: To help you,pl
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' - UNIT 1 E
S
Planning a Software Design Company

an*your software design company .

Y
- ]

Objective 1: Describe the product and market of a
software design company. .

List tHrée personal qualities the owner
I3 & ’ oy

might have. ~ |

[

Objective 3: List three qualities that will make

your programs sell.

2

Objective 4: List two of thé legal requfrements you
might havé to consider before opening.

’
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Buy
and keep

Organize utradk ?f
the work goods’

Set.
. : prices
Be in
charge of
people .

Advertise

and sell
Plan the .
business

4

.KeeE
fidancial
records

Keep' the.
business_
sticcessful
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) ‘ _WHY GO INTO BUSINESS FOR YOURSELF?

1
a———

Carol Dubin is the founder and owner of Slick
Software. Before that, she was a.programmer and systems
analyst for a large bank. Ste got a steady paycheck’, knew. .
that her job would always be there, and *nevér had to work-
" past 5:00. Why, would someone leave all that for the
problems and headachés.of starting her own business? Here
is how €arol tells {it. . 0

’
-

"The people where I worked‘thought I was nuts to go
into my own-business. But they didn't know I had been .
doing it even-while I was working at State Bank. You can't
just decide to be a free-lance programmer. Writing a
program—-a good program that has most of the bugs out of.
it-—takes from fout montls to two years. And even then;
you're not sire that it wili 'sell, that it will make roney

far you. (& -

"1 worked on my first program, The Complete Mailing
List, pretty much in my spare time. I didn't give up my
job. Since I love designing new. software, it wasn't much
of a sacrifice or a struggle putting ih extra hours on my
project. :

N &

"In the process of getting my:Complete Mailing List on
the shelves in the computer Stores and ,advertising it in a
coviple of trade papers, I met all kinds of people. Those
people, called 'contacts' in the business, are very

[ -—tmportant. I didn't quit my job until I had magde enough

contacts in the field and knew a lot abouwt the free~lancé
sof tware business. I didn't quit unt{l The _Complete ’
- Mailing List had. grossed over $15,000.

"I can say "‘this--I would have to be pretty hungry to go
back to my old job. The people I have met, the excitement
I have felt working out a new program, and the satisfaction
of knowifig I am making it on my own make that old job seem
like a real dead-end. " TR

- . ' .
Ve
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. - Planning a Software Design bompany
o c . “_-‘—4:- ‘3 o

\ ~ "‘":}

Small businesses

There are many, many small businesses in America.

g

-
can. have as feﬁ‘as one worker (the owner) or as many as four workers. A

small business owner 1is

self—employed "

together ip a small business.

N

‘

-

Often a whole family worKs’

~

- ‘ ;

g%Let s take a short look at computers. . ‘.

If you already know

- about computers, you probably know what software is.

.For those of‘yod

‘computers comes ‘in many forms.

who dont, here are a few definitions. ) . ' K

A - .
. _ A comEgger is a machine that can rearrange, store, and process infor-
mation-at a very high speed according to the instruCtions (called the

rogram) that are fed into it. A microcomputer i1s a small computer abbut

as big as a_typewriter with a portable T.V. on ic. It can be bought by
anyone who can afford a persona& computer. Software is all the different

types of programs that are fed into computers. The software for micro;

D\;ks~

.
A

. It can be a cassette tape, justﬁlike
those used for cassette tape recorders, or a fioppy diskette, which
like a small record.

>
]

if you had.a microcomputer,in'your‘home or business (like an Apple I LT
or Radlo Shack's IRS-80), ‘you could go to a computer store,and'bu§ a pro- -~
gram or send'for one from a mail order software company?® You can think U

of 1t as buying records or tapesfor your stereo system. p

N

i a <

Here is a short list of possible prograns?' The 1list has to be-.short,

because a long list could take up a lot of spacel

- .

" . ’ ] «

N
[

L0 g
Video games like Star Trek . Weather forecasting

Casino games like blackjack and pokér Budgets . iy .
» Filing - ) Accounting and billing ’
. . i . y Y
’ .6 1j
~ * 1 J’ .
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T‘Editing Co ' ’

Scientiﬁic calculations ~°

’

-

4

Psychological discussion surveys

Travel and route planaing

-

A '." ~ -a‘ v $

panies, less than 100 in theé entire United States:"’
Al M . -

Someone has to be writing the programs for these-hew'microcomputersi

The industry is still in its babyhood. -

4
~ .
There are not many software com-

As people learn more

about what computers-cgn do and design new parts for them; ' the software

;Who Is the Targeted MarKet of Your Program .Package?

'mers who have bought their first telescope’

While this. is a brand new type of business, there
Right’

keebs changing; too.

is-no doubt that computer& and microcomputers are here £6 stay.

now there are over 200 000 home computers in use. . 'ﬁg"
! . X %

Tt ' } .
What Is a Software Design Company? . "

3 . f

If you own a software design company, you yill expect to produce a
program package that people will want to buy*ﬁor their microcomputers.
It _will ‘include: - -, . e k“

¢ a pfogramnthat is on a floppy diskgtte or'a cassette tape°

v'

¢, a mapual for the user telling her or him- how to-use the program

. and what the program will do; dnd ! ' .

-

PR some service agreement that tells the user what he or shq'should
- .

i@ovif the program doesn't. work. . ~ .
N L4 - -
kY . N . -
2 " ° ' . /'\ -’

@ -

- .

— ) -2 + v
“ e This 1s probably the most important questign to ask yourself before

you yrite a program. Every suawessful program has a group of people it

is intended to serve. This is called the targeted market. You might

decide to make your:' targeted market businesses,»schools, or individuals
with>hobbies., Are you going to write a backgammon prograg for beginners
under 127 Are you going to write ag’astronomy program for ‘hobby astrono-

mailing list system for businesses that send out several hundred letters

'

a month? .

Or will you write an advancqd ”

."\
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+ How Is-Your Product GO{EQ;EQ Be Special?

Making your program special is probably the second hardest thing to
do, To Bsospecial your program has to do af le@at oné of these three
.things: do something no other program has done before and somefhing that

‘users want; do something faster or more efficiently than any other pro- .

.0

‘gram; or make something easler than it has been done before.

» - NS
» : *
. . . [

Here are a few basic rules.that successful sof tware designers have
&
followed. .

- [N

Rule #1+ 6Knowi-ng 2 lot about your.subject is more important than

knowing how to program it. You really have to know backgammon to make a
good’backgammon computér prdgram. You have to have complete understand-

ing of mailing 1list problems to write a program thet will solve those

.
~

=problems. - .. . . \‘
. 1

~
4

ﬁule #2: Al your product with a-wide circle' of users in mind. A

) xqogram teaching English-speaking people Spanish will appeal to more
J%Ers than a program teaching Swedish people Hawaiian. But a program,
that ca% correct gpellingemistakes in Spanish is even better.

N o . - /'
Rule #3: Assume that your user knows nothing about computers, pro-

grams, input/output, manuals, or keyboards (the typewriter part of the

computer With the invention of the microcomputer, many people who are
buying computers have hdd no programming or computer experience. Make
your program's commands easy to understand. Make your manual a step-by<

step gulde in simple English. .o - .

, Fany

N

Qill You Like Being the Owner of a Software‘Company?'

’

Remember, the owner ‘of a softwaré company’ does not just progrﬁﬁ\ You
can learn programming design. You can learn how to write simple manuals
for your users. You can ’earn about advertising and marketing, keeping

«
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»

records, and hiring people.

But will you like it? Here is what some

people have -tQ say about the business.

-

4

*

-

-

’

Y

. “People who want to aesign software ahd’make money at 1t
are %asically gamblers. ~There is a great risk in this busi-
* pess. ‘You write a chess program orfly. to find out that a better
one 1is just out on the market. . You write a game for a certain
microcomputer and the company making ‘the microcomputer goes out '°

- of businesé. But fhe, people "who are in this business, do. it

»

begause they Like being on the crest of the wave, not on the
& .foam after it breaks. ot . k

- . -
A . ) - .
N - - .
, K
. <
LS . ¢
.

‘J"i lowe the programming part of this business. But" that 8 s
only a.small part of what you have -to do to keep the business
s ‘ going. You have to be a businessperson-—xgu have to write
K advgrtisiﬁg)-design the package, meet with computer store
0' o ! ' — owners, and hassle with printers to get ydﬁr manuals done ~j\y'

right. As for myself I1'd love to go badk to just programming

- : ‘ﬁrogramming Skill--Where Do You Get Itf

. ¥ . »
“ - ~ -

~>

-
0

If you asked 10 good programmers wheré they learned to program, you

would probably get=il0 different answers.

®ou can take courses in some

. high schools, and most colleges ana ugpiversities.

because thejr office or business
fasoinated with computérs anzkig

.’ Ve !‘;

put—h computer in.
__en"hours teaching themselves.

Some people learned
Some peoplé were _
There 1is"

no one set way. . ” .

. L%

. Busjmess, Skill--Whert Do You Learn”It? . .
! P ]/. K - : ..

- *

» w: F Working‘in 2 small businéss.as a clerk or salesperson is a good/way

'to'get business experience. Business coyrses are also taught at junior .,

‘ o col\leﬁ'es° and, aniversities. Many business people have learned from
| .. *
~
Q
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<& . . -~

. experience. 'i’here may: be seminars in your community on "How to 0pen a o .

Small Business1 that run anywhere from one day to several weeks. ‘

. . 4 —
’ N
. » .
N g , . °
- 3

.

Legal Requireménts and Problems v

~-
.

‘_. There are % few standard legal requitements for starting any busihess.: )
] To opeﬁ up a software company, you will have'to check,withfyour ) S
: éity to‘see about a.business licensel S .

S ] For the state and federal government, you will have ﬁovyeep
financial records.in order to prepare accurate tax returns.

. o -As of this writing, cpmputer programs are very much the result of ‘

. ;“' ‘ creative.energy and Cannot be eopyrighted or patented. Thils

ke
[ ]

means that your programs can be. copied .by anyone who chooses to

do S0, Most software design ffrms are putting into their pro-
;o ggams instructions that try to make copying impgssible. _ ‘ ’
. ] ‘Before you begin\to sell your program, you will have to look into .
.o the current: copyright and patent laws that apply to computer e T e .

. A .
. - . progrims. ‘ ' ' . . -
v L] * -~

. ' hd . ) - ’ - ° . ~

“wr . 7 . ’ ! . X T . i
L] ~ : ¢ e . ‘ - .

Summary : LT . n .

. . «
] - v < -
° . ~ < '

¢ A software deeign‘tOmpany produces programs and manuals and .offers -
service for computer’ programs. Be{ore you write a program you must'kpnow .
- . «whe it 1s golng to serve and what problems it is ‘going’ to solve. You
must know all about computer,programs and do all the tasks that small
business’ owners' do. .You' wi11 have eb check out city, state, and federal
- . laws pertaining to similar small businesses before you begin. You will
' R also} need to find out about copyright and‘patent 1aws to protect your ™~
- programs from being pirated. ' '.' , Q:« .

.
Aruitoxt provided by Eic: ' -
' .
. , .
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) N :
) " Learning Activities |,
. o N 7 ,
Individual Activities l IR \d > . ’
. . .
Here is a list ef skille and personal qualities. Put yan XX by t.hose Q/
yQu think would be helpful in owning a small software. design company. h
" Put an X by these ’that would not matter. Put an O by those that
would‘probably not be helpful. ve . .
a. Need‘ to be outdoors . ____ m. Liking te' be in cHarge of -
____ ber Need to have someone ) other.people
tell you what to do ____ n. Need a lot of other pec;ple around
_+_C. Being prganized T s l_ 0. Nee‘d to be on your own . ,
‘( d. Able éo talk‘well , p.. Need employ.ee bene‘fits. -
e Being ~tall * ___ q. Need quiet ij; ot . B
__ £ B‘eing physically aZtive VIS T Bej(.ng patient
___ 8+ Able to write well - ___ 8« Liking to do paperwork . '
. hi Abde to work under = ____t. Need to be the center of attention
pressure -~ ____ u. Need to travel ’ ‘ ‘
- i.‘He;ing good eyesiéht .___ v. Need specific schedules and
- J« Able to set up a goo¢l . ;“ timetables K_
“filing system ’ u____w. Need speelfic assignments ~ °
ke Able to work well with ;S o— X Need to be creative at work
, figures , * . y. Be physically attractive ;
L Li'lcing to solve pfoblems_ '_::__'"b z. Liking to be helpful .
. t L4 ‘
e R .o : ‘
Name two ?1fferent forms of competer software. . ) .
¢ ® T, . .
Name the tﬁree Parts of the program package. ':; A "y

3.

4.

) -

. n
Why is it important to decide what the targeted market

begin to. write the program?

13 LA

C . . a
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5. If you were going to Write a cheds game, is it mo&e importadt to °

undertand théss or to understand programming? Why?

Y ’

¥ . '

Discussion Qnestions

. : . ° ' (*<\\
-, 1. After reading about the beginning of Slick Software, why do you sup-
pose that Carol didn t leave her job right away? \

3 . "
3

¢ “

2. Carol Dubin hasﬁlots of reasons for enjoying ownership:of her own ':>
software-design company. What are some reasons for NOT liking 1it?
: ’I/ .o . . .
3. What advantages and dlsadvantages do you see in the fact that the

industf& 1s still so yonng?

- I . -, . .-

Group Activity . ] *

- . , 8 . .
. . !
. T Invite the OWner of an independent softwareﬂcbmpany to come to your ~

’ ’ f -
elass. JIf there are none near you, inyite a person in the c9mputer '

. industry to come speak to your class. Find out how’ yout would go-about .
1 * ps
\ writing a program for a certain problem you pick. Ask _your guest ques-
- tions about the competition in the software design field’ and how you

could go about starting your own business. What skills, training, qnd
'S . . R

a

personal qualities would you need?
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¢ Choosing a Location . \(/w A
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Goal: To help you choose’a good location for your coﬁnpan‘y. N
Objectiver 1: List two advantages in ‘1iving near-’
cities, that are computer centers. o
. Objective 2: List two adi/ant:ages.and disad‘vantagés
to working out of your heme. * .
Objective 3: Decide. whether your home” would be a ,
good place to start your company.. .
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» ' WHERE, OH WHERE, DOES THE- COMPUTER GO?

Caroi talks about finding the right space for a loca-
tion. "Many people who open a small business become frus-’
trated trying to decide the best location for their company.
It was very ‘easy for me to decide where to locate this
company. It started at my computer on the ddsk 1in my extra
' bedroom. Soon my business started to spill out into the
dining room and living room. Putting together 100 packages
for shipping and laying out, the newspaper that had ‘the up-
dates in it started to take over everything. Pretty soon,
.I converted my garage. N
When it's all said and done, you need at least the
size of a small office .{about 200 square feet) to get that
first program on the market. It can cause real problems
for your family if you do everytHing out of your house. I
had no choled. I was not going to put out oney for rent
before I knew if I was going to make any money. My husband
and kids would .just have to sacrifice thelir clean dining
room for a while., . _

" The g5§3¥§hrt.about working out of your hgme 1s that
your family and.friends can help, you out. When it comes
time to get the package together, there is assembly-type’
) work to be: done. Sometimes the manuals run 30 pages or

‘sore and need to be collated. I like to put mine in a-
looseleaf notebook- The fahily can‘helb with.the' mailing

N

-
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) d Choosing a Location R | .
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_ A Computer Can Go Ahywhere : : -~
\’ ’ ’ .
; . . ~ - .o _ s .
Choosing a loggtion in this businesszt;'not yery important. For megL . L
other businesshs'you would have to spend' a great deal of time choosing vt

which city would offer you the most chance of success. Then,'of course,
you would have to pick a spot within that city.
. - ) - . R .
None of that is im}ortant for-a software design compa:?#‘If you
think of yourself as a writer, then all that you really oebd are the - ’ :

7

tools to write.wieh--namely, the microcomputer and your brain. That does

. " not meay, however, that any place Is just as good as any other place. L |

” . I

~ .

.
w7 : ~ |
) , }

A . i . ¢ -

Where Is the Most Action? o —‘> . * . )

" If you talk to 'most screenwriters (the people who write movies'for
films and T.V.), you will find‘that'most of them eventually move to Log ‘
Angeles or New York. That is where the action is. That is where “busi- . ’ |

Q_ ~ ness contactsg” are made. You learnm a lot about the\hg;iness by being
& IS |
around people who are doing\the same thing. .. - .
- ® . i
I

In the SOftware design business. the most computer-intense aréa is in

.. khe Santa Clara Valley in northern California (also known as Sil¥con

ey’ L
Valley, becausge that is where the ;irst silicon chips were invented).‘ S A ' !
There are literally hundreds of computer and computer‘related businesses . .
there. You can Qeet several suppliers of floppy diskettes. ?ou can see 5
) * other software producers firsthand. It is the computer capital of the .

‘e

- . worﬂl-J : . i
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. v - ‘:v‘ —_— . ,‘
‘ . , Other key cities include Boston, Dallas-Fort Worth, New York, and

-

Houston. ~ New Jersey has quite a few computer companies also. . : . .

» . . s ~ b N
N .

What If You Live on a Huge Farm in Kansas?

>

'All this doesn't mean you have to live in these cities or even near
them to have a software busines;,N Many successful programs have been
developed hundreds of miles from a computer store. When it comes: to put-
’ ting the package together, ordering supplies, and selling the programs_to

dealers, you will have to make contact by telephone and mail rather than -
"eyeball to eyeball. This becomes slightly inconvenient. -1t also means *
you may have to wait for mail delivery when you are in a rush. - K

- . - -

. . .
P R -
- - . \‘
v
.

Can You Eat and Sleep and Program in the Same Plade? : -
) . B T )

b -«

' ) . ; v
problems as wéll as take care of some. Here are some questions to ask* -

~ '
yourself. S ’ -

’ P The software design company that lives in your home can cause some

.

)_ 1. Do you have a separate space that does not double as your kitchen, ” .
3 - ‘ .bedroom, or living room? If you tun the  chance of mixing up your
R printouts with your child's mﬁth homework:'you are in big trouble.
‘2- Can you separate yourself from typical home distrac!{’hs7 You
may enjoy a little chat with your letter carriernevery day, but
. > . - B F]

it may not be worth 1t. ° . Lo . CR *

.l. *f ] N

How do the_other .house members feel about your work? If there

are people in the house'hho don't’understand pour work, you will
4& }' % need to. educate them as” to your needs before you even turn on :
B your Apple 1I.

Obvious advantages to working in your home include the price (don't
forget the tax deduction), and the convenience- Almost all software
designers have begun in their home. The first program 18 usually dore in «
. gomeone's "spare time"” while he or she is holdLng down.'another job. -
\ R '\l .\ “- » ’ . . i A ~ .“’ -

~

- . Y
- - : ~
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»

-~ \ 1f you decide to rent an office, you can.go small. - Anywhere that fs

moderately quiet and pleasant for you to be in is-a good bet.

) . - N
N .
. P
\ . . .o 2 . :

. . - .-, B

While many software companies-have begun smaii some bave become 80 -

- ' *

successful that they have ha¢ to move ‘to much larger offices to accommo-

date all their marketing, mailing, adver&ising, and’ printing activities,

: . LN
as in any successful business. . . - ‘ .

. . .
s / .
v . . - Y

Summary .
- - . ) LY * 4
N\ 14

:

. ; computer and computer-related busInesse . Working in your home dan cause

A program designer can write programs any&heré‘fﬁere is a microcom-

puter. Tt helps to be in the key cities that are already involyed in the

some problems as well as take care of some. ' -~ e
. . . >
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Learniné Activities

Individual Acfivities i ®

T
B

1. Which sentence is most true?

’

’

a. Being near a city that has computer—related businesses is an
_ i ¥
“b. Working out of your home’is always a problem since a business

should be 1in an office.

advantage.

»

{
Ce Meeting people face to face does not really help in this business

because you are basically dealing with machines. . .o

. .'

List two problems that may have to be solved before you can work ou%

of your home. —_ . T .
? X )

3. What other activities besides ptogramming woudd you have to make room

for in your home or ,office? . ‘ . N
v B} i » ‘.

] 0 N

4. -Think cagefully about where you live right now. Answer these_z
huestions. ‘dﬁ

.
»

e._ Is there a good space for a microcomputer?
b. Would the other people living Qith you be helpful‘;f they knew
you were going to be starting your own business in the house?
Is there enough office space for office work™ and manual pro-
| dugtion? _
What do you think will be the major problems and distraccicns in
Yorking in,your particular hoyse? '

‘

§
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Discussion Questions ..

- -
,
P) ' o

1. Some of the major cities that currently have manyicomputer and soft-
ware related companfes are in the Santa Clara Valley, California;
Boston, Dalﬁas-Fort Worth; New York; and Houston. Discgss in your
class what you know gbout these cities. ‘Look upin an atlas and -
other resource books the population, weathr, kin&s of recreation,
and prevalent “1ifestyle." If any class mempers’have visited these
cities, asgk them.tp share their gxperieﬁces:- ] ) L.
‘.,‘9\"
2. From the information you have gathered @choete which location you™

would move to if you felt that was necessary. for the success of your

B . - [

company. $tate your reasons.
hl
. ¢ ® N . = .
! ( -
"Group Activity ; . .

Wodld y&u have to.do most of your .business through the mail7

. o P
A\

- * ] hd L
It helps when you are writing a new program to.have other programmers

around you so they can discuss(ideas{ work out problems, and generally
glve support to each other.
As a class
write a 1list of quest;ohs that a person could use to find out show much
computer—related activity is in the area. After you write the list of
questiords, share them with the class. See how many answers you can come
up with. Here aré a few quéstions to help you get started.

a. Where are thesnearest computer stores that sell hardware? "And

. , S e
.software?
. . . .
b. Are there computer classes in your area? Where?
- Q .
- . m
Ry ~
' 1
- r \ ~ ‘
- ,\_/ '
‘ 24 i
~ .

20

/
How much computer activity is in your area? .

-
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Getting Money to Start

L

b4

o

e

o

Goal: To help you plan how go get'goney.for;youf comﬁany.‘

1]

N

°

.

Objectiqg 1l: Write a business description for your

businQ§s.

Objective 2:
you will need.

’
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Fill out a form show
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ing how much money
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N GETTING SEED MONEY ' , -~
. - VA . N . -
Sl A IR
Carol tackles.the question of money. " Thank gopdness, ‘. }
. Slick. Software was an easy company to start. I domt mean
. # that it's easy wrlting good programs. I mean that you .
don't need much money to get started. J’ R ) N ‘ A

¢ . <
°

R . "Once I decided on the name of my company, I realfZed ‘ p
that I needed (at the veryrleast) some business cards.

,\ Pretty soon_I wanted an angwering service, and‘I needéed EEN
* some advertising fliers for my first completed package. - '

N Then, of course, I had to consider the cost of the com- . N

T guter. I had been using the one at' work, but.part”of going . .

. it alone was getting my own hardware. - At first T bought an’ |

. Apple TI for less than $1,000. Later.on, when I became '

¥ -more suceessfnl, I added a printer. N .

- N . 4 : “ , . * .

. "Even though it takes veé’rlittle“money‘to start in- , -

. ' comparison to other businesses‘ you do need money to. get 3

. you through the &low.times. And believe me, there Are slow

( T times. Even marketing geniuses who understand the ,computer

’ business better than anyone have flops. So Fou have to . ..

have money behind you to get you t ugh those flops.

TN -
’ ) I . And then there are those general offige costs that
. : _have 'a way of adding up. Mailings, equipment, an old desk=-- . .

‘ + these are business costs that you should think about - - 9
-7 ' v : 4 ot

gl

= ‘ . - Unfortunately, most<ban53 are not going to lend you ﬂj,kﬁf
* . K ‘ﬁ‘ e N

] mgney until you are already successful. If you say that : . ol
.o . you are goling into'the software design- business, they are ° - :
. likely to tell you to comé back’when you have proven. ’

. yourself. . . N . . I
! - v e . i 4 .

"

So Jwhom do you get this start-up money from? If you
- e ] ' have any savifigs, that's the first thing you would use. f s
' Then you°can ask peopIe whom you know, business a ain— \
tances, friends, or relatives to lend you the money, or to’
N become investors.” My uncle invested $3,000 when I wanted

—_ to do that first advertising. For that, he owned 10% of

£ / “the business® I bought the computet out of my own savings.' !

a _~l s 1 !

- . ' 7 )
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. A . Getting Money to Start ) - .
‘\\ - -

. The first step in getting people to lend you money 1s getting peoplé
to believe in you. Everyone, with the possible eiﬁeption of your mother,
will have to see facts to belifve that you are a good investment. Before ' .

lenders give you any hard, ¢

d cash they will want. to find out the
answers to these ques ' '

e 1Is there g/need for your product?

: . Are fou able to put together good programs? \ .
) e Are you able to market your programs? ¥
e ‘/’ - b

- L J
And you have to answer those questions. The best way to do it is to

" wrtte a business description.

. | o -

0 [l

The Business Description

» =~

Most business descriptions\tell possible investors how you plan T
to make your business work and what you are going to do to make sure that .

their money wifl make_money. After all, that's what an {nvestment is.

o . B - .
5 Here is Carol's written'business description. -She wrote it '"outline
"“ ’ style” so that it would be easier to read. ' K
| BN o i

T . Name of owner: Carol Dubin . , v 2

Name.of company: Slick Software, Inc.

Lowl
.

N - ¢y

, Product line: Software products for Apple II users. Each packaée
reflects the same high standards»that have been used with great success - .
in systems atoun}\the world. Current programs "include The Complete Mail- ‘
' ~ing List, a highly advanced mail;ng list maintéqgnce and sorting progranm,

T T 27 o '

L
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‘users.

“

Ialong with your business,description. It is-a list of all the money you

to cost you. Here is some of that information.

o~

o

and Total Word (in progress), a word processing system~for handicappeq

[

— - , B \

Targeted market: The first program, The Complete Malling List is for

small business users who do direct mail adyertising, have large billing

files, or do extensive correspondence. Total Word is a word processing

system that uses a joystick rather than a keyboard. It is a programminé
breakthrough-for handicapped users who have small motor coordinagion

v

problems.

Strategy for success: Slick Software products provide the Apple II s -

user with complete, thoroughly documented, eagy—to—use software systems

at a very low cost. The Complete Mailing List stores mailing lists in a

multiple indexed data base. It also includes a sound and 'x-code, which
means that misspelled words and ‘words with similar spellings can be
easily located., Total Word will appeal to thousands of people who, up
until now, have not been able ‘to work as.a word processing specialist due

to their handicapping condition.

Just How Much Money Do You Ask For? - B -0
' .
The statement of financial need is what you give to your investors .

will need to gtart your business and to keep it\going until you start

making a poofit (these are startingvexpenses). The statement-of finan- -

cial need also lists the mopey 20& are planning to put into the business 2

(fotal money on hand) and the amount you need to borrow (total loan money.

needed) . ' A

.

You will need to know how much your equipment'and your office 1s éoing

~

L)

Equipment. Trying'to describe all nhe different types “of computers

that you can use to write your programs is like trying to describe all
the different types of automobiles there are’in this world. You can
® : ' . Y

. 25
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|

You can spend

Or you can

.
e

spend- any amount between those two extremes. .o, o

. 2

|
. . . A . .

If you were to go 1nto this Business, you'would probably spend many-
“ s hours decdding which computer is the best one for you. This’is what you -

* would have\to evaluate:

AN

e What it can and cannot- do;

e whether it can fit into other systems ‘(flexibility);

. e what kind. of service you can expect from the vendor (seller);

e how much-it costs; and . : v, “ !

- e how much software has been written for it (because other programs

will help you) ) ' . -
-~ “

When‘Carol finally bought a microcomputer for her own ugse, she bought
Ve, ‘an .Apple 1I. She wanted the'extra disk drive, and later she added a dis-

. play terminal. It had the most software available and was easy to use.

o

Apple Il (by Apple Compuler, Inc.), TRS-80 (by Radio Shack), and The
Challenger IIP Personal Computer (by oOhio Scientific Instruments) are
Just three of the many personal computers on the market.
< . C

» "‘9, : ) - )

.

- Yy o : o I .

. The Fudge Factor

« N .

< Don't fqrget about the old fudge factor. ﬁo one.can predict the
future. How could you have known that ‘the printer doing your'fliers was -
going to go out of business and-take your deposit with him?” The fudge b
factor would take care of this. This sort of “tip” that you give your-’
self prepares you for such calamities. You just add it right into the -
budget--on top of all your other starting expenses. *
. 4 : ) ‘ >
T, N : Lo ")
General OfficerCosts ' ) - ‘ PR

Any office, even one in your garage, takes Some start-up costs. Here
L4 ;—\é'\i
are some examples of -start-up coéts.

.(f. ) . »
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. “ . ‘{ .
' . £ g ) 2 - )
. Item . Range ' _ Comments - o
“ . . . N ! . ) ' .
Microcomputer $600_~ $5,000.and up A lot of research.is
— - . ‘ T iﬁportaqF before you buy.
Rent for Office \ $300 - $ 600 4 . - $0 if in your own home
(first and last month) " ‘ . =
¢ . ' . £, -
~* °  Security Deposit ~$100 -'$§ 200 - '
Utility Deposit $ 50-§% 200 $0 1f in your own home*’
’ (including telephone) T ’ . '
Businesg License " $ 258 75 N .
OfficeJZugniture and:, $ 0 - $2,000 J . $0 means you are good at scroung-
Other Equipment P = ing, begging, and borrowing. . .
Answering Service $ 30/month ICVery necessary!
. . _ {
Paper and Office $100 - § 400 L
Supplies - ' . :
. . . ,)‘ ® .
. ° Decor (carpets, $ .0-$ 500 You will be spending a lot of
"+ plants, pictures) . ? . time here. The place syould "
" T . . make you happy. ‘
¢ ' - - v ¢
Advertising (business $100 - $1,000 A Yellow Pages Iistingis an
‘cards, fliers, etc.) . absolute necessity. o
- . 'Employee ;21aries $ 0 -~ $4,000 "~ You probablf won't he hiring
(until money comes 1in) . 2, someone for a while.
Qwner's Pay During $ 0 - $3,000 - It takes at least one month
Planning . . " to get-set up.
. - -~ L »
‘Fudge Factor , $500 ~ $1;OQ9 . Momey for emergencies )
N * . M N : -
S(mniary . t . . 1Y
IS ¢ ., -
~ The business description tells\ people how you plan to make‘your busi-
ness work. The.statemeﬁt of financial need 1s a list of all the money
. . v * -

¥

you will need’to start your business, ' . RN

-~
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o ' -J Learnimg Activities
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o Indiyidual Activities . Lt
) ] N . o . . . 3 .

« +Write a description of your business.. It can be short, but you should !
ink about what kind of program yoy would like to design. Giﬁ; it a
‘" name. . Decide what it will do. Locate your business in your town or.

city: Here is what you should include. - B

.. Name of oWner' .
‘ ) - “Address: * J )
. Name of company: ’ : . ¢
i Preauct (the type of software): . .
The targeted market: Wh9 will buy your'software? . . .
N ) : - ' Strategy fot sucgess: What will be your specialty?g‘

What 1s your initial advertising pian

to attract customers? s o )
‘ s - . ~»

2. Now that you have a business description, you can begin to write a
L)
. statement of financial need. It is simply a list of the money;yOu

. will need. To help you, here-is a list of some of the questions you ' . .
~  will need to answer. What microcomputer will you buy? Will you rent

¢ office space or wark out of your home? How much will you use on ' )

advertising (see Unit 7)?

G N )

3 . ﬂ . . ‘

Use the figures given in the previous pages te fill in the statement
. . of financial need on the nexttpage. Once you decide what your start-

- " . 1ng expenses %ill be, list the amount you plan to invest (total money*
. ’ 4 . ’
av a0 f - .on'hand) and subtract this figure from the total starting 'expenses. . "

This gives you the amount you need to borrow.
- : b » -8

- ™
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Migrotomputer

Rent Deposit (include securdty and , $

" Business License

STATEMENT OF FINANCIAL NEER ,

"uﬁility deposit)

-8

-

L

" Amount

i

LY

.

A $
. 5 - -

Equipment Costs

Office Purniture . .. o $ .
Pape?‘ené Office Supplies . $
Legal and Accounting Fees, ’ $ ’
Decor -0 . $ )
Advertising ‘ ' $ " -
Owner s Pay During' Planning ' ' $ R
"Fudge Factor 4 S $ \
. TOTAL STARTING EXPENSES $ . \
. TOTAL MONEY ON HAND . % ) .
TOTAL LOAN MONEY NEEDED $ S

*

Discussion Questiors ' ‘ N o

'1.

L4

One of Carol's friends lentQher.money but got scared. ,She wanted her

money back, evén though Fhey had 4 contract for twe years. What

other, problems,do you imagine could happen when you borrow money from

friends? How ean you.avoid_sone of' those problems? 5\ )
<

An investor is a person who puts money into a business for ; percen—i :

Eage of nhe profits—-in"other words, .a gambler. A "lender” lends

money for a much smaller percentage and expects it to be returned. -

Which person would you like to get money from? .




z
*

- .

Group Activity ‘ L
A ' " “

. ’ . .
! [N

~ . Rolé play a'situstidn‘betéeen John,Persous, computer programmer, and

.

his‘wealthy aunt. John '1's hoping to get $5 000 ﬂ(om her to start his own

softward design business. The terms of the lpan are negotiable. One

student should take the part of John, and one stident should be the aunt.
Afterwords, -discuss howiﬁach student played his r Her part.

. ,
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. N
Being in Charge .,
s N ‘
Goal: To help you choose the people who work for you. - - )
‘- ~ 'ﬁ J N
Objective 1: List the information needed on a job ) .
d?séription. Aﬁ’ - - "o '/f§§\\\u

ObjectiQe 3:

at ease.
* »
w»:
]
1)
I
N\
‘e

- “
! S /

-ty

»

List two ways to put your new

x

" Objective 2: Choose the best pefson to work at your
"~ service from a list of three.

employees
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MOVING TO THE BIG TIME

-

Carol talks about hiring someone. "Many software com-
panies consigt of a self*émployed owner who'doesn't ever
bother hiring employees. 'These pepple start ocut by them-
gelves and stay that way forever. When I decided to hire® :
another ‘person part—-time, it was hard for me to figure out
why I wanted to do it. I mean, I was hardling all the\:ork.

myself--and doing fine.

‘
v

"The worst part of ‘the entire business 1s laying out
the user's manual and designing the flier., I know a good
idea when I ‘see it, but I don't know how to put it together

myself.
puters
grams.
to it.

"I
on the

I also wanted someone who knew a little about com-
who could at least field questions about the pro-
At first I didn't like advertising, but I got used

o

also wanted. some company. After eight or ten hours
computer, the big numbers start square dancing and,,

the little numbers start to disco. - Just being able to turn’
around and talk to someOne is a big help.

RED "1 decided to try to find a bright high school student .
. or someone with some college education. There's some
'‘teacher' in me. I wanted someome I could teach. I .
thought a little layout and design experience would be

helpful.

-

N

h Y

M

. "1 also wanted someone who had an interesting hobby or
. an exdtic life, something that made the person different
from me.
each other.
"While all this seems like a lot to expect, I knew

- there must be sqmeone out there I could hire. When I did-
find someone, Claudelle, I had more time to program.” v

Q

I surely didn't want a carbon copy of myself'

4 ,
» -

When you work with people, you learn a lot about. - |
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. - Being in Cherge - ‘ v .
\ ' ! ,
_ : o ‘- - ) ] :‘
Hiring People to Work for You-—a Big Change - X
;-: . e ) “ ' c
oot Many successful software companies are run just by one person. 'People :
operating out of their home *usually do it this way. Ihey work for them- )
. selves and have no employees. But if you find yourself wo;king later and -
’ *  later every evening and keepzng your -lunch to a 10—minute.}?gurt<break,, o a
*, ! it may be time t?(hire‘someone'elsec The .added advantage is ﬁhaq:you . -~

will be able to do the kinds of things\'thgt only you, %®he OWner.:, can do.,

. + You can take some time to re-evaluate theﬁmarket. You.can think about

new products. And;'perhaps, you. .can take. a little vacation wiehout »
- " . coming back to a mountain of paperwork. « . ' o8
> - ' .

: As yow probably know, there is’a 1ot’more to think about when you
. become an employer,' or a boss of other people. The;e is mpre paper~
work--social security, income tax forms, .pay checks, hourly reports. For
. another thing, you have to learn how to "he in charge."” You have to
. decide hours,-pay wages, and benefits and:handle employee p;oblems: ’w\ . .

-
- L

J// Most companies pay by the hour. An aierage is 54—$Z an houe?for a .
beginning layout assistant, depending on experience3 ,Beneﬂiti,are up_to
. ' (you. While you can-get away without paying sick leave and vacation pay, KQ///

these are no longeg‘considered "extras." You may want to wait for a

-

trial period to make suge the new person will work out. = ' . d

- , . . [§ ’ ’ s . B
- Then, of course, you have to establish.an employer-ehplpyee rela-

S .tionship. That's diffe£§n; from being friends because you, and only you,

gﬁe the one responsible gbr the success of:the business. ‘When éomeone
doés a poor job, you héCé to be able to tell the person. It 18 hard to
2 '
- ' do that {f you see the two of youw as‘ friends. . v .

[
@
-

K L A “3 36 .
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You have to deal with people asﬂlhg fof\raises, or quitting, Qr

always being late. All businefs owners handle these issues differently,

but how:you do it can make a big difference.

L . R Y

-~ 4

. Who Will Fi111 Your Needs’—-Writing the Job Descriptiodn

- [

\

The first speb in hiring someone i{ to write a job description.

' Listing the qualities ‘you want in an employee is a good way to begin.
This is<lhe list Carol wrefe when she was looking foi her assistant:
1. must have some programming experience in BASIC' ¢ \ : ¢
2.. ust be able to type and help with layoet and degsign of user's

* manual; . .
-
~

3. must answer the telephone enq#do general office work as needed;
d : , '

» . an W . ‘}
4. -must be friendly. » ..

s~ N . . ) Y

. © Here 1s the completed job description Carol wrote. .

FULL—TIME POSITION AVATLABLE FOR LAYOUT ASSISTANT AND GENERAL ' )

- It ’ OFFICE WORKER FOR COMPUIER SOFTWARE COMPANY

i

“

¥

v

Dd{ies: Help lay out’and design user's manuals, ‘ansWer tele-
-~ . - .
: phones and field questions, and do other general office
%
‘' work. ' , : : .

Req&ireme’ts:

.

Saiary:

Hours:

work.

. Personal:

‘Must be able to do simple layout and desifn

. #uét be.able to type 40 wpm. Must have some

- , TN .
knowledge "bf programming in BASIC. -
Must be reliable- Must like a friendly office.

$5.50 an hodr (negotiable) K

40 hours/week (fVexible)

Job-‘hdﬁﬁg is we. .

Slick Software, Inc.
Carol Dubin
449-8876

T o

35
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Eeny-Meeny-Miny WHO?

~
‘§eleccing the fight_person regulté from a careful examination‘%f
those who apply. Involvihg someone who has more business experience
than you do can be very helpful. Your decision should be based on
- information you get from: ( .
1. thé’application forﬁ;
2. your interview with the applicant; and

3. the applicant's work references.

~.

.

Training the New People

¥

Once you have chosen gbmeone, the téaihing:process begins., If you
can remember what it is like to start a néw job, you probably will be a
good boss. If you are like most peogie, you were slightly (or more than
sl?ghtly!f'nervous. It seemed as if there was too mich informati&nsto
remember, and too much time to forget it.” You had a lot %f questions

and felt a’little silly or somewhat stupid asﬁidg‘themf

L4 b

# . .

-

Give yourggorker something simple t6 do, mot your most important-
advertising flier to design. Don't peer over the employee's shoulder,
but check his or hér work from time to time, Also, talk about careful

work ideas more than speed.

A Last Word

Although being a good boss is onlf one of a business owner's respon-
sibilitles, it‘ig central to successe You have to work 'at "keeping your
employees happy"” everyday. This relates to giving~clear instructions,
reacting to their work perfo \ nce, and hahdling conflicts. When the
people who work for you feelt:SNd about theirﬁrork you will discover,

the personal rewards of having your own business.
r
e

w38,
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As a business owner, you may ‘find your self overworked and need to

hire an_employee. To find the right person,‘you‘will hééd to write a
job'describtiqn, which includes duties, requirements, and salary. You-
ﬁill 'need to look at completed applications, chegck work reference’s, and

o have interviews before you.decide whom to hire.
- ]

F’ ‘ L

You will probably be a good boss if you train your employees well

.

L
and keep communication lines open every day.

[y

[}
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.. . Learning Activities
4 “ . & ; .
Individual Activities . ‘ -
] * ) //
1. Carol*sent her job description to the localkhigh school and junior

3.

colleges because she wanted to work with young people., Name two "
other Places you can advertise an available _positien. e B

v
.

EJ

Carol did not Put her address-on the job description. *Do you &hink
this was a good idea? Why,:or why not? ¢

Carol said she wanted someone with an interesting hobny or exotic
life.” Would this be important to you when hiring a person to work’
sfor you? Why do you think this 1s important to Carol? : .

~—

~

)
Here are sthe applicau{‘ns of three people who applied for.a job with

'your company. After you spoke with each of them, you wrote down

what yqu had learned in the interview. CIf this was ald you had to

- 80 $n, whom would you hire? Give reasons for,your choice.

e

} x - . .

Name: - Sharon.Shaata : . -

1]
Education: Graduated frod Union High—School |,

-

'Bdsinesszmajor, one year of programming

°

. ’ ’ 5 . .
Work Experience: One year~-sales clerk in a hardware store

¢ ]

One year--busgirl in a restaurant
Math Test: 82% ' .
Personal Characteristics: Very outgoing. Some design :

[}

- ., experilence., Average_handwriting.




%

L

‘ *  Name: R?berta Bartﬁ o .
- * Education: Graduated from_Union High Scﬁoei y ' . ‘
Math Méjor LV ‘. J . .,
Completed one year of junior cellege”" _

c
.
-~ . ‘ -~ v . *
P’y . . . - . A
~ .

Work Experience: None *

< 0y

S . . ~ hd

. Math Test: 96%
Personal Characteristics: No design experience. Very eager to
learn. Very shy. Good handwriting.

v . Uses wheelchair. .

AN
Y

e

' Name:  Sue Chow 4\
v o« Eduegtion: Senior at Union High School | . oA . )
. . e Co Math\major--two years ofﬂspecial programming classes .

¢ : Y N
v
» 0

- @
Work Experiencef Cashier and bookkeeper's assistant in small

-~

‘ ) . . clothing store for two years )
“w q .. * v .

. « N ‘-;9 L / '

Math Test: 100% ' S ‘
. Persondl Characteristics: Missed 20 days of school due t¢ - .
) P ‘ 7 dllness. . Good handwriting. Paints ’
A porcelain figurines. Father owns an
- ‘ v :
~ , ﬁ - . Apple II computer.
- »
Discussion Questions .. L ,

’
4 -

1. Your new empioyeesis doing a-greaf jobe You have notiEEd lstely
that he is very friendly on the phOne with one of your store
ovners. He keeps asking you about her. She also seems to be

.o interested in him. How do you handle it? .




[y
- . ~° .,
.

.
- .

2. After going over some of the 1ayout work of your new employee, you

notice all the photographs are the wrong size. She is just about to

leave for the day, and you kno® that, she has an important date that

evening. How do you handle it?-

. . ) »
3. Carol wag willing to have her new employee job share~-this means

that two people could work part-time on the same job. Can you think -

of advantages and disadvantages to this type of arrangement?’

- ., - '
? .
N o

-, Group Activity

‘. -
s 0

* How would you fire someoneé "Good— bye“ is usually not enough. Many £
people have realized, after they have let someone,go, that they created .
a lot of bad feelings when they didn't have to. As a class, write a - ,
'&. list of "Do's” and "Don‘ts."” Here are some questions for ideas: What
would you 'do about termination pay? How much notice would you give’

; ‘ Would you tell the, person why ‘he or she was being fired? '

- ——

%
L~
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_ _ UNIT 5 - .
Organizing the Work )
' & :
~ .
Goal: To help you organize the work of youm software
design company. X ;
13
. . ‘Objective 1: *List the five 3teps in designing a
’ " program. . . o
) .
. . Objective 2: List Wactors' in deciding on a
work schedule. ‘ .
o .
» , . .
= . v < T
) T v )
» . . - .
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T0 MARKET, TO;MARKET

-

*

Carol talks about what the business looks like on a
day-to—-day basis: o .

"When I am‘asked what I do. on a day—to—day basis, I
'usually invite the person asking the question to have a
seat and watch me. Sometimes I feel like a yo-yo, or maybe
1t'S more like an octopus. In one day I might do.50 or 60
1ittle things. Or I might spend five or six hours (or five
or six days,‘or five or six months) worg}ﬁg out one little
bug. I get 1nterrupted by the phone, by thé.-doorbell, and
by the street cleaners who don't realize that I'm trying to
work.

"I still have a 'self-contained' business. That means
that I do everything. I decide yhat I want my new program
to do, program it, write the manual, and get it packaged.
I do the advertising, sell and distribute it, and take the
* telephone calls from users who are having>problems.

=~ "Many programmers like to turn parts -of the operation *
over to other people. But “there are still people like me
. who can manage the entire operation with the help of key
assistants and not have to divide the profits. I happen tg
like running the whole business, but I dure can't produce
as many good programs as fast as programmers who simply
glve the program to software publishers to handle all the
production and distribution. v

"Part of doing the work yourself is deciding to stay
small; which I have decided to do. I don't want to go out,
hire programmers and office people to work for me nd make
millions. I want to give good service on the progr
have gold. ' I want to continue to: think about new uses ﬁor
+the personal computer, and.-I even want to write the adver-
tising. Some software companies are growing so fast that
they quadruple thelr employeeg,from one yedr to the next.
Not me.” , *

- - . L

7

) e

s

-,
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v

Just what tasks need to be.done to.get a program package on‘the mar-
A v ket and in use by customers9 There are four mafn onesy (1) writing the
program; (2) putting the package together; (3) finding customers; and
(4) providing service to those who buy.-\

- - » P4

Py _Writiflg the Program ’ - : ) .

£l

. ﬂ ‘
When Carol started writing her’first program, The Complete Mailing .

List, she had no idea about how.to get it on the market or how to make
money from it. She did, however, kndW about the mailing problems that
many small $usinesses have; And she’ knew how to write a good program.

Here 1is what occupied her evenings and weekends'for the year and a_half

L4

e that it took to complete the program. . ¥

. 1
.

. . ~

: » 2 .L

Define the probleim. It took Carol two months to design a program
i . PRERY .

.

. - * ]
y, 9 that: would solve mailing li? needs for a variety of users. She wanted

. 2 -
person without any computer experience. - If -

the program to be good for
the users entered incorrect data, Carol wahted the program to tell them
why the data were incorrect and how to change the input.«‘gﬁe wanted ‘
. ., "format-free! data input so the user’would not be bound by a lot of rules

just to enter the addresses. In programming language, she was deciding

: . ' . 7

input and process. _ s e

. : ' s / ‘ ) . ) ’
~ N &' ‘ v - -

-

Research the problem. ° There were iots of mailing 1ist programs

already on the market. éarolnhad used two of them in her work. - That was
part of the reason'she decided to tr} to’write one of her own. She went
" through ‘all the successful ones to make sure that hers would gffer more
choices and be easier to use. She aLso spenE time looking up software .
literature. There are many indexes of available algorithms, Just 1ike . ’ ‘
;H - - indexes of different books,* An algorithm is a problem—solving series «of

!
¥
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operations. You can think 6% it as a "recipe.” If there was an existing

algorithm, Carol‘nanted-to use it. This task took three weeks.

2

- organize her program.

Diagram the solution..
She
through to get the desired

and_drawing a‘flow chart.

With all this information Carol could now
could write the steps the computer would go
output. This is known as writing an outlime

This took another three months.
‘ .

*

s Eode the pepgram.

gram.

§ will(follo;. This activity took six months to complete.

v AN

< Test the program. Every program has bugs in 1it.

- the progr 1s called "debugging."

every pos bility, Carol ran godd data and bad data. She also ran

bination of both to see what her program would do with the input.

This,is what most people think of when they-

pro-

It 1s actually writing the specific instructions that the computer

Thft 1s why testing
While it 1is impossible to check for

a com~

She

had 1t tested with several people who had neve

4
wanted to incorporate-them in their businessed.

used computers before but
- ( “

' testing period took

—

another si¥ months.

N

’

Putting the Package.Together

\
When Carol was finally convinced that her program was a good one, sth

wrote .the manual. This is what the user needs to .know to run the pro-

gram. This 1is where Carol first learned about advertising and marketing.

The manual is the only thing the user can "hold" in his or° her hand. For

some people, 1t is more real than the program itself. Even. though your

program may be great, you will want your manual to look as profegsional

, | - b
\ \\\\

~ / :
" Carol designed a small looseleaf notebook with a pocket in the back

as possible.- .

-~ V.

for the guarentee. She also’ designed a, cafhboard reference card for the -
\\:fff,fho understands the program but may»forget the formatting commands.




/ ‘.
" Between writing the manual, laying out the pietﬁ;%s and the typing,

making arrangements with the printer, and designing the cover, Carol and

o

. Claudblle worked about two months. . i -
. N .
. 5

S | A \

Arranging the Distribution - -

. Carol and Claudelle distributed The Complete Mailing List together.

They wrote the ad for the cgmputer hagazines and the fliere'for the com-

.

puter stores. In addition, they called the ‘ad departments to get prices

and format requireme:tl, This work took about one month.

Carol also attended two computer fairs and sent her flier to more

- b -

. than 200 computer clubs agross the szntry. T ) ’

°

Orders for the program started arriving--slowly at first, perhaps one
%b‘or two per store. Within two months she jas-gettiné re-orders from some

. stores. This bgcame an onh-going protebs. Every morning Claudelle‘would

\ - spend at least one hour packaging and boxing the programs, typing the
' bills, and doing other bookkeeping. ! S \

A}

ar .

Providing User Service ) ) . . ‘ .

A . ) . ‘
(M . ‘

A brogram cannot ever be tested.in every imaginable situation. Users -

may do somethiﬁg'the programmer never thought possible. Thus, a good

. . software company wiil offer complete setvice and user updates. This means _
that Carol has to be aveilable to the people who bought The‘Comglete )
Mailing List to answer what sometimes may seem like silly questibns. A{"
other times she learns from her users_ how the program can be improved.

She writes ' updates, short letters to the users about Mow to make the
program do more and how td avoid certain mistakes others have made. In

them she includes the information given to her by the users.




What the Day Looks Like--the ‘Great Juggling Act

.

‘Peciding which of the many tasks should be done first is one of the
hardesty jobs of being an owner. Even with just ome employee, Carol had
to figure out how she was goiqg to divide the work. Here is a 1list of
rules, or a daily chécklist that she came up with. It was based on her
" most productive time, Qhe abilities of her emplqyee, and the time sched- .

ule of the businesses she deals with. v *

+

Mornigg

Claudelle Check calendar for the entire week. Meet al advertising

.

o ' and trade show deadlines.

Claudelle : Process all incoming orders. Write invoic 8 and send

3

programs.

Claudelle Answer all servic;\X€lls. Refer to Carél only those calls

—_ that are emergencies.

Carol . Work until noon on programmi;é, debugging, developing new

projects.

Afternoon . ]
Claudelle Work on/advertiéing, layout, etc. ' 2

Carol Write ‘letters, schedule appéintments with computer stores,

*
Ay

distributors, etc. ‘ -

s

Carol 4. Answer service calls.

< ‘ ”

~

Man& things interrupted this ‘rdWftine. Yet, it was the "standard"

-

schedule used, and it allowed Carol to use ‘the morning for creative work.

- This was her best time to think. . ) ‘ . . . $

. , : _ X

Summary A%

) y A

y 1

These are the tasks to be done to get a program on, the market£ bri;e
the program; ¢get the package tpgether;‘grrahge the distribution; and pro-
- vide the service. To help you in your everyday work, it is a'good idea

to arrange some kind of schedule for.yourself and for your employees Baseé/

on time needs, ability, and business schedulesﬂ v
. Kk
47
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1. List the five steps in designing & program. :

. -

2. Carol Spent three weeks looking up existing/algorithms. What are
algorithms? Why was this a good idea?- * '

a * 2

.

and bad data in one ing}}? - . -~
., , \\ . . ) o

@ . * €

4. Claudelle answers most service calls In the morning. Carol answers
. . g L)
most of them in the aftermoon. Can you think of at least two reasons
why this 1s a good %gea for them? ., -

. P N A .
s © N A
- ° . 3 - . . L)
N . - .
’

A 5 Uh you think’quol told Claude%}e~to check the calendar for dead-
lines firstathing every Jay? . °:§ B " )

- .~y . )
Y B {"-" j i‘.’ v
. ‘ - . G v of . v ' *
A . . 5 o @ o R .. e- & \,
’ i © ‘ N +F . -
Discussion ‘Questions R LU :
g . F ¢ - o § 2.
. trr 0 o2 ' N

- L3 . . . ’ . . ’ . e hd &

§ v g o

1.. Programmers will tell you.not tg take‘out:hdvertising space before a

' progr&mming package 1s cowplete. Lbokipg at)' the:amount of time Carol
spent testing The Complete Mailigg List _can you tell why they give)
this advice? -

H . - s

o o B e
2. One expert programmer gives the advice -of keepiné a programglng
.diary. In it you would write the time you 8pent on €ach part of the
programming, the reference tools you ps%&,\and an explanation for .

/ eaci prograﬁ segment. How do you think’Qé?g might be’helpful?'
; “ . i - . .

’

’
r S SN
) t

. / ; .

. -
‘e <€ ~ Learning %Z;;vities : .
: g 4 ) ) :
- Y &
. G .
o Individual Activities ‘-

3., Why do you think Carol.tested her program with a combination bi&)d




E_3

.

. Group Activity

Here is a list of some of the tasks Carol had to do in one week.
(Imagine that they all took approximately the same aﬁgunt of time.)
Because pf illness, ghe only had three working days. She had to postpone
-~ ’'three tasks until the follg;;;g week. Choose which three would make the
most sense to postpone. Next decide in which order the other tasks
¥ sghould be done. Defend your answer; to the grouﬁ.
1. Read the morning mail for the days she was sick
2. " Talk over the advertising strategy on the latest program with
. Claudelle '
3. Talk with the landlord about the recent rent hike
4. Return call to a dealer who didh't-gef her latest shipment
® 5. Return call to print shop; printer cannot get the kind of paper
‘ Caroi wants for the new maﬂual
., 6+ Work out some of the final details for the latest program
. 7. Write the paycheck'for Claudelle -
‘I’ 8. Oéi!b

9. Call a new computer newspaper about advertising costs

new invoices (shé is déwn to her last 20)

~
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-7 . UNIT 6 L Ty e
.~ .
Setting Prices .

you set prices for your programs.
s .

2 - 4

» ) % *
Objective 1:' List three things to consider in
getting prices for your programs.

.

4’Objective 2: List two reasons to charge higher

prices.
)
. . »
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JUST WHAT IS A GOOD PROGRAM .WORTH?

Carol gets a funny”’look on her face when she talks
about setting prices. "Setting prices in this business is

" really crazy. In gtherdbusinesses there is a certailn cost

of running the business. The product that 1s manufactured
is sold for maybe twice as much as it costs to make it.

"This business is very much like the book publishing >
business. You have to set your price according to the
golng rate, not according to how much you think it's worth.
The going rate 1is the amount that people will pay. For
example, the going rate for a paperback might be $3 to $5.
How much money the publisher makes depends on how good the
book is. The publisher can't expéct one reader to pay the
writer and the publisher the entire amount it cost to get
that bogpk published. Both.the writer and the publisher
take a gamble that the book wjll sell gnodgh copiles to make

~ the cost ‘of producing the book plus a good profit.

"A good business package like The Inventory, with 20
programs in it, will go for about $150..  But remember, this

' program will take care -of keeping track of all the inven-

tory for a small business or a large department of a cor-
poration. THe little computer games that are sold for home
use go for $20 to $30.

YTo make matters worse, ad there are more programs on

'the market, the price will go down. But as computers become

more popular, you will also be able to. ggll more programs.
.- g \-\_

"A'lot of people don t take the tii' to'find out if
thelir program is good. They just write oné\and sit back,
expecting to collect a lot of money. It's not that simple.
You gre really gambling. You have to be ready to suffer

some losses as the market changes. oo

f LT
W . -

&

""I did .what I thought was a great medical accounting

package. Tt was going to help doctors with their billing. '

When I tested {t with a billing clerk, she ‘much preferred
the program she was using. Three other clerks felt the .
same way. They all sald that my data entry system was tdo ',
complicated. Eventually I decided to scrap ‘the whole thing.
Six months' work-—down the drain.” . .

.

}r




Setting Prices

- .

. £
3

You have a great computex chess game. . This one is‘different from the

others in the field because it can switch sides with you and can play at

LY

five different levels. Also inhluded in it are great championship chess
problems. How do you set a price fotr 1t?

-
@

.

'

Y.

The Questions to Ask

All design company owners goes about setting prices for their soft-
wdre programs in a different way. Everyone, however, wants to make enough
R » money to stay in business and go to a movie once in a.while. Thesé are

the four most important Qquestions to ask in determining prices. . .

- o What do others charge for similar programs?

® Who will be thetusers of this program®

. @ What are your expenses? ; ’

e What will be your arrangements with the store owners or the dis-

tributors? . ' : »

) »

What Do Others Charge?~-What Will the Market Bear? .

. > . -

.~

-

Go to your local computer store and look at the chess and other games
t available. If théy séll for about $15, you,are not golng to be able to

ask .much more than that unless your game 1s very special. ¢ _— '

«Q

o

Who Will Be the Users of This Program?—-What 1s Your_ Targeted Market? ' )
A S

The users 9f your chess program can be all the people who own a

personal computer. Many of these peoplewpaid under $1,000 for their . i

r

e

N a . .54 .54 . A




. cost you to get that program out. Then,you will be able tof?!gure what

L3 - ] .
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v
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eomputer. Your targeted market 1is not large corporations, doctors, or ;

tax accountantsz- If'yOu want your, program to sell well, you have to

_g;igg,(f—accordingly, L < - 24

» ’ ~ .

- B, - e - . - —— K PO, - -

R B . ‘ —
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Let's say you have devised.an accounting program ‘that will replace =~ -
three billing clerks, four mailroom asslstants, and two secretaries for a

large drug.company{o You can charge a lot for this kind of program.

h

Three hundred to four hundred dollars is not unusual for such a program.

5 - :

- . P -
i) v
- - »
r ‘
. ' v

What Are Your Expenses?=-What Is Your Break-Even Point?

*  Every business has bills: Just what does it cost for you to be sit-

ting at your computer every month? How much do you spend on ﬁdvertising?

A

On maiiings?n What about the cost of your answeriné service? p

\
D * .

,

When you set a price for a particular program, find out how much it

"

your bieak-even point,igi The break-even point. is the amount you- have to’

. / bring in from sales just to cover all your cosEs. “This - Wwill give you an
—idea—of how many coples of a program you 11 need to sell before you start
r &
making.a profit. -~ : » .
- + It took Carol £“§é;¥”éﬁd”5"baif of weekeﬁda_ahd“evenings to write The

,Complete Mailing List. She decided that would be about Bix months if she -

worked fhllitime. Here is.a 1ist of expenses for that six month period
of time., o




ok

- N

Rent on the garage (she 'took 1/4 of the rent of $ 450

her house and fwultipied itlb} 6 for 6 montns) . )
'Salary for part-time assistant ($100/week for C~ 27400 . i

24 weeks) ﬁ o . T R
Answering service\for 6 months‘ ’ : 180
Printing costs of flier and manual . 150 °

' Paper and ‘supplies . ’ L ’ lOO ’. ‘

felephone : - 60 L
'Packaging \and mailing | v . 80

, TOTAL - “$3,420

E-N
N -

When Carol ded all her expenses; she realized it cost her $3,420 to
write her progra That did noe include any salary for her. Adding '
$1,000/month ‘for her salary, she figured that her- program had to make
almost $}0 000 to be considered a success. How many programs would she
have to sell at what price to bring in that much money’ She figured 56 ’
was the most she could charge and still attract customers. At $¥50 each,
the program had to sell at least 65 copies. The 65 copies became a magic‘
figure when talking to dealers and distributors.c Once that number was

L .
reached, the money from thé rest of the units soId would become profit.

L
t

-
-

What Will Be Your Arrangements with the Store Owner? T

B
S U R F— - - - - - °

When pricidg, you must also remember your arrangements with the store

owner. Usually a store owner gets between 257 and 407 of the asking (or

'retail) price of the package. That is called the ' price break." If you.

give your program to distrib:tors, they'get 10% of the price you are .
asking:as payment for their services.

. 3
N » ' 4 ¢ 4
’ i * s .

Riding on the Price Elevator

' #,
Goigg upe« You can charge a higher price for’your programs if you
have prestige and a particularly good reputation. What glves you a good
reputation? Writing good programs will do ft. Once you have a group of

. .

56

56
Cy
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" the market‘'or,if people are simply not buying.

R

+

users who are pleased with one of your programs, you can charge more for
your next one. If Vyour program is the first of its kind to take -care of

a particular‘problem, you éan charge more for'that. If your:program is

- parsicularly eaéy'to use, you can charge more than for a-similar program

that is'more d{fficult.f In other wordg, 1f your program is in any way

specia%,‘?ou can charge extra for its special features.

~

Going down.: Yoor program ma} beoome oosolete. There may be lots ‘of
other programs similar ta‘yours. e number of computers being sold may
go down. Then you won't be able.to get as mich for your program. The
general state” of the economy may be such that people are not buying your
particular type of program. Then’ you must make the price low, enough so

<

some users will be tempted to buy.

~

‘Sumnary .

. : s ¢ *
7 t - -
'Qg@ting prices depends on® (a) what others charge; (b) who the users
will be; (c)’what®your expenses are; and (d) what your arrangements with

dealers and distributors are. The price can go up i1f your program is -

special.) The price.will go down if there’'is a lot of similar programs on -

-

. L e %

¢
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) ) Learning Activities A ’ ‘

» 1 & .

Individual Activities - g . - :
1. What is the break-even point? . : ~ . B

2. Why does the targeted market ha¥e an influénce on a progra¥s ﬁrice?>

- - >
- . . >

e '

3. What are two reasons to charge morg for your p'iﬂogram? ) . -

) ”~
< N PAY -

©

4. What is the "price-break'?

§

L

Discussion Questions N ) Q&

T

1. It has been said that pricing in the softWare business is very unpre-
~dictable. Can you come up with some reasons for this? ,% ‘

LN - - . »
-
ﬁw*

2. Some software coémpanies have tried to offer the lowest possible.

L] .

4

prices. What type of market will turn away from ;hese programs just -
because of their low prices? . . b
L]
Group Activity : -

. Split into,three groups, Have each group be in charg® of a different .

type of program: . . oo ) o ' . .

, “

1.~ educational;

, 2. games; and © ¢ - . . ; : o
3. bksiness-related. . . : )
Look at ads in cbmputer‘magazines and discuss various prices advertiseci'

T A———-
in them. Are any of them much\more expensive th&n the<rest?" Can you

guess how the various prices were set? How much does reputation of the

.. 0 !
company enter into pricing? . ot . '
. . - , a [ . . e
S . 38, - .

at N
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UNIT 7 -
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Advertising and Selling \'¢
‘ 3 .-

ve
¢ -
* .
-

» ’ B
\ Goal: To_help you’ leearn different ways to advertise your

. 4 5,
business. o . -
« Objective 1: List the five steps in getting a program -
into the hands of the user.
o« . A Objective 2: Pick a good way to advertise computer
g ) programs. ) ) : o ‘ AL
Objective 3: Design l)t:rade ’magazine ad for a
‘ | s . program. " , )
A ?& ° ' >~ ’
~ v “
. .
\ - <
L L e . & o
- . . ; . .
' ) ¢ - . ¢ 3 . b4
N , « ’
< - . . -
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GETTING THE WORD OUT

- I
.

~
- - !

-~

For Carol, advertising and selling wereLthe most diffi--
cult skills+to }earﬁ.

"The ‘software business is much like the jewelery busi-
ness. I learned this, from friends who ‘makeé gold cast ear-
iﬁgs. You have to find stores”who will sell your product.
Or you have to find distributors who have contacts all
across the country. and will promote your stuff. You have
to take out ads in the trade journals. Fo} me, a program-—
mer who really much prefers the .programming end of things,
going out and meeting-all those people was hard at first.

¢

"I kept thinking that someone should do this for me.
Sometimes I thought that if my, programs were really good, I
woildn't have to be botheéred with designing an ad, .or with
calling up the magazines andPinding out advertising rates.
People would call me once the word got oyt tha't I had a
good program. You -know the saying, 'Build a better mouse-
trap and the world will ‘béat. a path to your ‘door.' That ]
how I thought it should be.

"It wasn't. I found that in order to ‘sell programs, I
“had to talk to people .about them. I spent two hours demon~°~
strating the finer points of The Complete Mailing List to
one dealer. I spent the better part of two weeks designing
the flier for a" stock-market program. I spent two mornings
on the telephone.arranging a booth at -the West Coast Com—
. puter Faire. F - .

)

"But I learned. Some silly Weporter called me a week
ago for an interview about what it's like to conduct a
business from your .home. .At first I wa® going to say no,'
.thinking that 1t was just going to waste my time. . It was
my assistaﬁt who. convinced me that a Tittle free publicity
wouldn't hurt. 1° did get one phone call -from’ somedne

interested in my Pngfam@ just from that article.” AN
~ , ~

’

[N

~
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: \ . $ j Advertising and Selling . ! .
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. Q. . . .
’,' » To Market e o w to Market « . & - ° ) 3 - )
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~

Every company needs people to buy its products. Computer prd%rams

can:take different routes to get into the hahds of users. Here.are the

basic steps.
. 1. Create the ,program and write the user's manual (also called docu-
mentation) ' ) g) ,

2. Manufacture the diskette or tape and the manual. Get the package '+
. ,ready for mailing. ‘ ‘ ) .

. 4
.

- S 3. Sell the package to computer stores (at the wholesale price).
- - 41’”Seil"the‘package to individual users (at "the retail price). -

- . : o . 3

Some. programmers stop aélstep one. They want nothing more to dd with

the program except to sit back,and collect "royalties." Royalties are a

certain percentage of the reta;E ﬁrice--usually about 10%. "For every
‘ ‘g ~ step the programmer turns over to someone else, he or she has to give up
o ) a'share of the retail price.' If ybu deciae’that you woﬁid like to stop
. ., at-step one, you would find a putlisher to manufépture"the completed

. : \."‘ \\package and distribute it to computer stores (steps two and three). s

“

mey want to éet ‘the peckage together yoerself (step two). You . . B

y 0oe mé%_wen the program to look g’certain way when it gets op the shelf.j - ‘ %
You may wagt to order the notebooks or’ print thé manual in @ certain
style., But ppose you want nothing to do with going out aih\getting it

_ < into tﬁe stores\(step. three). In that case,, you w need a distributor

' who has contacts over a 1arge-area (sometimes covering the entire coun-

. ’ try). " The dist#Pbut

swwould contact the gtores fqn,you. For that; he or
X - ghe would gef about 10%

o 15% of the retail price. ) -

#
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3

>

-

. / : If you decide to do the. first tbree steps, you ll get more ‘of the

>

.profits. You will have to contact the stores yourself, you can make

deals in which you would get to keep 60% to 75% of the retail price.
~ ° d ' ’ ’ FA * *
A few software companies don't ‘even bother with computer stores.

They sell only through compnter magazines and newspapers (step four).

“ You can try that also.

1f *you 'decide to do all foursteps yourself-~develop, manufacture, . ~

and distribute your programs—-as Carol did, you will neéd’to know ‘'some

advertising techniques.

?

.
. ’ . \

An Ad in the Trade Magazines

"'The" trades” are magazines that deal only in computer hardware and .
. e
" . goftware. Most of these magazines are less than 10 years old. Byte is

' .+ the oldest. Others include Creative Computing, People's Computer, and

Personal Computing. - There are also newspapers like InfoWorld that are

elmed at computer users. : -

These are the common parts of aﬁ ad: . ] .
headline--the largest letters are eye—catching,

illustration--a drawing, also known as the “visuals¥"

L4

copy-—the words you use, 5 ‘ ' ) -, )
. layout-—how you arrange the adj and R

identification*:the name of your company and where the software

. can&betobtainedx. . - > ‘
k;"' In &our ads yon must tell péoples ) 1‘
‘ ' the'name of your company and your program;'
- .. the problems your program is designed to take éare of} .
the technical speciﬁications (also known as the "specs"): .
\ ; - specs indicate'which computer the program can be used with, ’
‘ '{?‘U which language 1is necessary for programming, and what kind of
input is required for what kind of output; and
»~ ' ’ ? .
' * .

Q ‘ ) 63 \\_ ]
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' The Press Release ™ ‘ . : } ,

T

. how cheap newsprint (the paper that newspapers gre printed on)s is. She” '

J ) the unique features (how wonderful theaprogram 1s; how special

and easy this program is to use). :

¢ ‘ ’ ” 4% )

v " -~ . . <]

Whenever you develop a new software/pro;ramr there is a way to get free
advertising. And that 1s to 1ssue a press release. "It is sort of a "birth
announcemAnt that you send to all the trade magazines. You include @& copy
of the program so that their reviewers can run, the program. Then they will
give readers their opinion of your program in a column or article about

"New Software.”. Hopefully, you will get a_goog review.

Direct Mail °

-

Direct miil is advertising that you sgnd out through the mail. It

can be a brochure, a letter, of even a postcard. Carol was going to send

out a letter announcing her new stock market program When she found out .

designed and wrote an eight page newspaper and sent 1t to all her present

users and store owners.- In fact, she._had 2,000 copies printed so she” . .
could send them out anytime someone.:a;ZEE\a{QéEiigggg} : . e

. : . o,
P

. St
/ - ‘ A '~

-Computer Clubs and Computer Fairs ‘/. L - R

- . [
_ P LIRS
1 - - T
! A

Computer clubs are. much 1ike CB radio clubs. People get togéther and
spare ideas about their home computers. To spread the word about your Fao%

programs, you can write or visit them. r o -
- : ) » i “ ) ‘ A * .

You can also set up a booth to show off your product  at computer fairs
such as the West Coast Computer Faire or Computerland's dealer convention.

This will probab1§ involve traveling. You yill_ggns to include money for

this in your budget. >, ' ' -

. 64 - . - -
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" There are four steps to getting your program into the hands of . P
. - EN f T,
users: designing the program and writing<the manual; manufacturing the o
; . . t«s’ -
. diskette or program; selling it to the computer storess and selling it to
' . individua} users. Advertising possibilities for computer software )
N include putting ads in trade magazines, writing press releases, sending )
. out direct mail) advertising, and making contacts.with computer clubs and -
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) ) " g‘ | . 5 %
) ) : - Learning Activities \ i
. ) Individdal Mitivities | ‘ . v ’
) E: ‘. : N\ | . :
' . 1. List the, f&ht steps you have to take to get ;our program into the .

e

hands of a user. . .

L
2. 1If you decide that you want to do only step one, whom would you need
to contact to take care of the rest for you? .
oot 3. What does.a distributor do, and how much ‘does he or she get paid to.
) . do it? k L . -
" ' ‘ . . . . :
: 4. What is the "copy” of an ad? . .
) . © 3. What"is a press release? . s, .
. (7 ‘ . .. . - . - . /L
. Discussion Questions‘ e ' oL )
. f 4 . . 4 ¢//I' B
i 1.~ Bring in several ads for different computer programs. Which ads do ‘ .
, .. ) '  you feel are good? ~ ‘Whichrones are not?-- From youf¥ opinions, decide
o as a class what makes an ad good’ ' R i

PPN P . . N\, ..
. N . A M

“ - . B ! f e

% . . .

' ' W % L

-
2. Most advertising assumes that the ° general public" knows something

-

S

e about the product and how it can help them live a bettga, happier, : B
) T ‘f._ easier life. Advertisements do not, for example, have to tell.con- e
s sumers that they need toothpaste. They only have to convince con- b
sumers that their toothpaste is the best. Discuss why this'is ‘mot ¢ .

.- ‘ ‘ true for computer programs. How would you go about educating the*

. pub»lic;‘about ‘the use. of computers in general? - . .
A - hY N '

. SN -~

N » e »
. - .
. . . 5 ]
« N ., N, . .




Group Activity

Ld . \ had
~ Develop a half-page ad for a computer program (for example, the prod-‘f
uct you designed in Unit 1). It should include all the parts of an ad—-

* . ,
the headline, illustration, copy, layout, and identificattpn. Include

artwork-~it doesn't have to be professional. Don't forget to use color

and be splashy'and eyg-catchiﬁg. Experimenf with different borders and

[N

different kinds of letters.

s
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' IR Keeping Financial Records . . -

:
. .
. AN
. .

Goal: To help you learn how to keep financial records for , ~
. * your company. . ,

~

[N

Objective 1: Fill out a bill for a customer.

Objective 2: Fill cut a. dailly cash sheet that .o
. ’ records money c?,nim‘g 'tn and going out of the . . .
business. i .
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bills for the computer stores, and keeping track of money

‘.

‘about how successful your business is. I keep track “of

,record of, how much éach digkette costs. You can buy them

KEEPING FINANCIAL RECORDS
: NANCIAL

» € 2]
(.

o ©

Carol gets down to the business part of the company.
"You would be surprised at how much paperwork I have to
take care of. Look at my checkbook. First there are all
the supplies I've bought—-the diskettes. and tapes, the

newsprint the notebooks. I have to write a payroll check

to Claudelle. You have to keep an accurate checkbook or v

you will be bouncing checks—-not to mention having quite a
fey people angry with you.’

%+ "Most people hdte keeping records, writing out the

coming in and going out. "'I'do 1t on the computer——why not?
The program 1 have allows me to just plug in the numbers.
It is programmed to make out the monthly balance sheets (a
List of income and. .outgo for :‘the month) showing how much I
pay my workers and how much paid for my supplies--even
down- to the 1a'st paperclip

"When you pay attention to the books, you learn a lot
every deal I make with the computer stores. I also keep a

for $3 to $5. Usually the more expensive ones are better
quality, but- mot always. Sometimes you can make a deal *,
with the supplier. If I didn't keep track of this, how
would_ I know if a certain price 1is a good one?"

¢ “5/@

7o
2
»
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.. zeeping Financial Records ) . )

Keeping fi;ancial records is a must for any business. It begins
- before you produce your first program. In this section you will learn
how to bill your customers so you can get pald for your programs. You
"will also 1ea ho+ to complete a cash sheet, which records the mongey
coming in and the bills paid on a given day. That does not cover all the
‘records you will keep, but it will give you an idea of what it is like. l‘ N

» ‘
»

- N% S
How to Bill & Computer Store .

L3
" N

Whenever you send out a shipment of programs to a store, you will’ ) -

. include an invoice. This is a statement to the gtore owner telling her

or. him what was sent, when ¢t was sent, and how much it costs. - Many com—
N“““‘“-~;mcgéfies also ‘use the invoices as their bill. . .

,gggputer yays, a store Carol sells to regularly, ordered eight "copies
of The Complete Mailing List. The two different prices that might be
"listed on the bill are: '

’ " @ the wholesale price-—the amount Computer Ways'is going to pay to

. Carol's Slick Software for each program package; and

° the list price--the price that Slick Software suggests topCom—

. ) puter Ways to charge to its customers. This is also called the

‘ suggested retail prige.” Carol needs to'dOuthis 80 store owners
will know what advertisements say the program costs, then they

» ‘ -
, can offer discounts. .

; Here is a copy of Computer Ways' bill.




- * .
. ) .. CUSTOMER BILLING FORM »
T Bustomer:gqq™ Computer Ways f -
Payment Due Date: .
Date ' Wholesale]l Amount | Payment Balance
Sent | Amt. « Item Price Charged | Received Due
4/6 1 p‘r Compleée Mailing List | . $60 é480 ‘3480
f Akt . - -
(Suggested List $100) {
3 ‘
- " > ¥
J . -
Nt . .

>

To Give Credit or Notsto Glve Credit?--That Is the Question

. -

®
Some distrfbutors will want to pay yéu "upon ‘delivery" qof your pro- !
grams or %.O.D..(Cash on DeliQery). Many stores will prefer to pay you‘
at the end of‘ the month. 1In either case, you are glving credit because
you are deliveriné the product before fouireceiﬁe payment. '
o - x
The advantage of giving credit is that it develops good relations
with thé Reople who sell your programs for you. They prefer to keep
their mdney as long”as possible. They like to be able to sell youé -
AN piogram to thelr customers and then-pay ybu out of‘the monéy tﬁey have
recelved. Whether to give credit 1s one issue you will hayve to décidev
for yourseif. Carol-decidéd not to extend-credit to Computer Ways until

she had received at.least three orders from the store. : . : -t

»
-

-

Easy Come, Easy Go—~the Dally Cash Sheet .

K If ‘all goes well, you will be réceiving money for new orders."Some
’\\' ‘ people will pay C.0.D. Others you extend credit to will 'send you checks * )

in the mail at the end of the month. You should keep a dally record of

all the money that comes in from sales.
° A
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On the Jtﬁer bhand, you will also have to pay your own bills. While
you may not do this every day, you will be doing 1t throughout the month.
Your telephone bill will be due one day, and your rent will be due on a
different day. You will have to pay your printing costs when you pick_pg

~ your manuals or fliérs.

e

.
.

’ N . ‘/
The daily cash. sheét is filled Qﬂt/at the end of every business day.‘

You clear out the money and checks in your locked drawer, get your busi-
ness checkbook in hand, and.fill out the following form. « On April 7 Carol

received these checks for past credit sales.

Computer Ways t $480 ' '
Armold J;hnson 200 ’

' . Total $680 _ . ’
She looked in her.checkbook. These'are the -checks she made out for the
day. ° N ‘ o

Sally Woods (landlady) $300 - -
Compuparts (diskettes) ‘ _‘125~ ) - ’
Claudelle Bﬁrné (salary) - 180 . -

] Printers, Inc. : ’ _50 ° ot )

- $655

- < ’ "ot
’

This is what Carol's cash sheet looked like.

€

i

* Date: 417
- DAILY CASH SHEET -
" Cash Receipts - Cash Payments |
~ | credit Sales N © $680.00 | Salaribs . $180.00 |
' ~ Building Expenses 300.00
R =
Equipment and Furniture
’ Inventory or Supplies 125.00
Advertising b 50.00
¢ Other .
TOTAL 'CASH RECEIPTS . $680.00 TOT%&ECASH PAYMENTS $655.00
. . - . ,  °
1 - B . ~
- 72

74




’ -
‘ If you look at this, it seems that Carol is making only $25 a day!
Most/bpsinesses; however, do not look at their profits on a day-to-day
basis. 'For that, Carol wéuld have to look at her yearly profit/loss
tatement. That is in the next unit. She will use her daily cash sheets

téghelp her keep monthly and yearly records.

A

Summarz o

Keeping financial re%ords is important sé’.that you will know how
syccessful your comﬁany ig. ‘The bill sent tp"thé s;§}és that carry yoﬁr
product has to include what is sent, when it was sent, and how much. it

' costs. You will havp to decide whether you are going to extend credit to
these stores. The daily cash shéet keeps track’ of the flow of money into

-

and-out of your business every day.
k-]




Individual Activities Lo ' .

Learning Activities

1.

2

N

Why do you think Carol does not give credit until the third order

from a computer store? ’

b

a

If a store ordered three copies of The Complete Mailing List (wh&:;‘

has g retail price of $100) and“Carolggave it a price{i:eak of 30%,
how much would th? store pay for each ciiy How mygh would it pay

altogether? )

1

——

Here 1is the information for & bill that Carol sent out to The Total

Computer, a store that Carol has been dealing with for six months.

It orderpd 10 copies of The Complete Maillng List with a 40% priice
break. Carol sent out the order on April 10 and will extend credit-
until the end of ‘'the month.

. 2

-

CUSTOMER BILLING FORM

Customer ¢

Payment Due Date:

o

,

.Sent

Payment
Received

Amount
Charged

Wholesale
Price

Date

Aﬁt. Item

Balance
Due




‘ ‘ 4. Here are the money t:'rans'aét:ions Carol had for April 15. Checks
received on past credit sales: ' : .
. . Alan Bekins $100 - o r
Amy Blethen 100 ° o )
- ‘Computer Whiz, Inc. 280 - .

Checks paid:

. "The Computer Store $450 L
(for a pfinter) . rT
. Printers, Inc. 25 .
) (advertising fliers) ’ -
”\L’ Fill out the following daily cash sheet. -~ . i
, Date: .
#DAILY CASH SHEET
Cash Receipts ) ] . Cash Payments .

-

Credit Sales ' ’ Salaries
‘ B;Jilding Expenses

Equipment and Furniture

-

. . ‘ ) InQentory or Supplies o
Advertising -
! ) _ Other , __;;_
TOTAL CASH RECEIPES ‘ _:___ ;. TOTAL CASH PAYMENTS - )
“. . .DiSCUSSi;n Questions o . . - . .

.
L4

1.’ Many times stores are glven credit or not given cgedit based on

peoplé's ﬁféjudices. Femai; and minority store owners have had a o *‘
.. particulagly’hard ;imé obtdining credit. What effect dé you think

befﬁg refused credit has on people? '

> ° . N

. y

- ‘ 2. Although'Carol has told stores that she will extend credit to them

after the first three.orders, one new store has been calling every

. ' -~ day to try to place an order on credit. What advice would ydu glv
Carol? Should sghe take the order?

A . R —

L 4] A
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Group Activity .

The forms used in this unit are only a small sample of the records

small -business owners
v.\\\

other forms a

required to keep. As a group, list how many

> '
. ‘ .
4 -~
L
. [
° - .
2
. .y ooy
/¢
- ] ) -
. <
. ’ °
cLt 78 3




Goal!

UNIT 9 .

a

Keeping Your Business Successful

To help you learn how to keep your business ™in the
black. "

dﬁﬁective 1: Figure out the net profit, profit ratio,
ratio, and expense ratio after heing given a
specific business situation. ‘ o

-

-

Objéctive.Z: State one way to increase profits in a
‘business that is losing money.

K3

"Objective 3: State one way to increase the number of

clignts you have by changing or improving your <
service.
> 4 - 3

a




. A I GOING TO MAKE IT?
o » e

. .- \
Carol- talks about being profitable. “You know, it's
very exciting to get that first check.. No matter how small
it is, you have that feeling that you're successful--that
your business 1s going to make it. If your employees are
busy and you're rushing to meet deadlines,’you never Stop
to think about whether you are making a profit.
1

R}

°

"But profit is a strange thing. .You can-produce a lot~
of programs, be busy all the time, and still not make a
profit. What's worse, you may not even know that you're
losing money: Hard work does not guarantee a,successful
business. Only by keeping really good recordiLof the money
‘coming in and going out can you begin to make the right
decisions. -

. "The year my profit ratio went down I was really sur-
prised. The Complete Mailing List had sold over 900 gcopies,
and I was worse’ off than the year it sold oply 720 copies.
Does that sound impossible’ All of my expénses had risen

80 drastically that they cut way into my, profits. In ferms
of perd@ntage, more of my income was going into paying the
bills and s was going into profit. Most people think
that you have tb raise prices to make more money. But

there are lots of othef things to do besides that.

"First of all, you-can design a new product. You have
to stay-on top of the market--read the trade magazines and
be familiar with ney hardware. You.have to do some second-
guessing, I had re d where more and more microcomputers
were going to be used in the schools. So I decided to look

, into the educational market.

F/lu\ "My 'sister has cerebral palsy, and through one of her
teachers I learned about new developments :for the handi-
cap . That's where I got the idea for my second program.
It combineg word processing with using a, joy stick (instead
of the typewriter keyboard). This will allow certain han-
+ dicapped people who have never been able to 'write' to get

words on paper!”

¢

Q




“ o
In this unit you will learn how to judge whether .your business isg
succéssful. Obviously, if no one has ordered. Zour latest program in
three months, you re not doing.very well. But as Cﬁrol found out, some-:

times a "successful” business.may not be making any money either.

o I
H

" The Profit/Loss Statement -~

x

S XA & .
v :4 . -
- ‘ & .r-

Carol talks about her profit/loss statement.'.Xou can;Eope; if you

i

-

open up a software design company, that your statement will show a profit

S e "
rather than a loss: o Tl . 4‘\ A
-~ e el N . -
) ER

< (} &

‘A profit/loss statement includes this informati6n

4 ‘.L\

e how muchcpeople paid yOuAinAcash and credit sales——this is called

* - B

revenue° and : - A J.'
—————2 H “.

< 2k e . - -

how much you paid fpr different bills—-this ts called expenses.

. -t & .
P N & < N )“x 8 « ar
& . s

What 1s net(profit? It Fould be wonderful if you cogld look atcall.-
Y

Sogre
the money you made and call that your profit. - Bpt you can't. You must
pay all your bills® first before 'you think»of profit. Net profit, is' the

'.

money left over after' you have paid all your expenses.;"

: ~

a K
s ¢ : . ,
w - <
Net profit = revenues minus expenses (or income minus bills)
b q .
# : : \ < :

N LRS

Figuring rofit ratio. Once you kKnow your net prof we'll
res t:o E

assume you ma oneyr—yOu'll also want to look at two oth&F
know just how essful your bnsiness reélly is. Just what percent of

your income ended uplas profit’ and what percent 'ended up going for
expenses’ Let's look at Carol's p?ofit/loss statement and compute her

profit ratio and expense ratiqQq. You can thinkAof it 1like this: -

79

82
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. L * TWO-YEAR PROFIT/LOSS STATEMENT
N
: Year 2 Year 3
Revenues’ "
Cash Sales |, $30,000 $30,000
' Credit Sales 20,000 30,000
TOTAL  $50,000 ¥ $60,000
Cost of Goods”Sold ‘ _7_2_@ _8,000
Gioss Profit .. ; |, $43,000 $52,000
_ - Expenses ' ‘
‘ Salaries $11,000 - $12,500
Building Expen’se‘K 1,00 i,SOO |
Supplies 2,0;& 47,000
. ' Advertising 4,000 5,000
[ .. | otmer” i 2,000 4,000
[ . TOTAL $20,000 s $27,000
J
’ Net Profit v $23,000, $25,000
t' -:~ o . — ' ‘
%"\?_; Carol's profit and expense ratios were as follows:
- : Year 2 6 Year 3
L ,' "
ST e RS D@L e
| : B xpér:se ratio = E—ZEZ:BT:- . :—gg:g—gg— = 40% %\E 45% X
¥ Car;oi's goal was to increase her revenues and l’le_r profits a little
* . : eac'h year and to keep her-profit ratio stead};. She did earn more income
" and profit in Year 3, but her profit ratio went down. This was beFause
Carol's 'exgc;_n;es were rising faster than her® revenues. If you' compare
'\ her expe'n;es from Year 2 to-Year 3, you/willl see that she paid more monéy
‘ for: ‘ - . . s
) . Salaries Supplies .
- ;‘ Rent t_Q_mities - Advértising ‘ - .
"“ 7 ~';‘g " »Legal'Advice’ {other) ' . - . “ o«
V - ‘ . .
\ o " ' - e ) 8\3 *

oy
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, e . Ry

In fact, most of her expenses incredsed. If'the economy is suffering

from general 1nf1at10n, this often occurs. Unexpected expenses come up

from t}me.to time, too. “For example, Carol spent $2,000 on a lawyer in
Year 3 to prosecute a computer club that was pirating her programs. i
w» B . " -

- How to chahgeﬁyour profits. There are four ways to make your profit’s

higher: } . ’

3

-
. @\ _add new products; .
e increase your number of sales; h -

. -
R

.® raise your prices; or

- 13 ‘\‘
e lower your expenses.

Each one’ of these takes a lot of thinking and means taking some risks.

. 9

¥

Adding New Products
»'. . . - ' i ‘. R -\

Many software design companies specialize. Since some have been suc-

cessful writing programs for games like checkers or space wars, they just

go on developimg® more games. .Others stick mostly with business programs--

. -

-

like mailing lists or accounting programs. 3§xi? \ . o
, , ) .
* ’

Carol decided to develop a program‘fdr people Wwho can't operate the N

keyboard--a program completely different from The Complete Mailing List,

/o\ ' PN _ . N ’ ’

.

For each new program you decide.to.write you will have to think -about:

e your skills and experience (how much new information will you

have to learn?) s

' your interest (spend1ng .two years on a new program is not

unusual——ydur interest level should be high! )

) the compet1t10n (if you do decide toedo another space war game

it had better ‘be terr1f1c) and - \

® your old users (1f _you a1reai‘.have peop1e who are buy1ng your

~programs Yyou may have a ready market of users who 11ke what you
- do). ) ces «
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\‘tomers 1f your prices increase. : . . , .

.o making a profit. The profit/loss statement includes your revetues and

R D “ o

Increasing.your number of- sales means doing more advertising and
selling.. It probably means investing more money. %%ere s a sayidg——it'

-7
takes money to make money This 1s an example of hbw true it 1s. You
will spend a lot more on advertising, booths at compute trade shows, and
"flfers. In terms of time, you will be visiting more computer (stores and .

making more personal contacts. Perhaps you will meeb with dis

to see 1if it-is worth letting them handle the- sales. . . o w

)V 5 . » P
! @ - . - PREN }

; ' : R , (Q

Raising your prices always seem& 1ike the quickest and easiest method "

of raising your profit ratio. It 1is not that simple. You/may lose cus—

Y
5 : N . .

’ .
L] f - . .
A . - .

Réduciné your expenses isja third way to incredse jyour profit ratio. - . ’
Y . ’ .

To do this you have to.look at each and eve;y expense-—particularly the - ' -,
> : N ]
big expenses. . & .- : Sy I : l

. ¢ . . ) ot > ‘ ;
¢ ' / ( ~ w 3 ?) ) . ' N .
Salary and equipment are big expenses. These are ‘the .questiong to °*

¢
« )

ask yourself: o ~

N E N
1. Can you hire people for less money - without hurting the kind of‘(
service you are’ giving? . . ; . ‘ R '

2. How” much are you paying for supblies—vpaper,1diskettes, etc:? Can

you find a wholesale outlet that will give you a discount’ Per- ‘ .

haps if the bulk rate for paper is too much volume for you, you . ’ PR
7 could team up with_a frinter and® place your order with him or her.
- é P . ) . ~.‘)

H - 'f

The smaller ‘expenses are hardeT to decrease, but they sholuld be

looked over for possibilities. ° IR TN,

Having a lot of income does not necessarily mean your business 1is . v

Y ~

all your expenses. Net profit 1is how much you took in minus how much you
paid ig bills and losses- You can increase your profits by §dding new

products, increasing your’ number of sales, raising your prices

lowering ybur expenses. = . ‘ .,
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— 1. Here is a- proflt,lloss .statement Jfor Bus»lness Softvgare Systems. Com- :
iy N .- “p N .
’ . pute the net profit {in dollars), . t-he proflt ratzo (in percent) and
_ . the expense ratlo (in \percent}; A B
\ v ‘ FN . : N z Rl i N N

‘. ) DR " ° TWO-YEAR PROFIT/L0SS STATEMENT . . ‘ e

T

{

Year 1 . Year 2 . T a
.Revendes . ol 850,000 100% $60,000 1002 | v L
. . Cost of Goads Sold". . 10,000 12,000 | S

* | . Gross Profit f~~R: . $40,000 | 848000 o
. . N A . ~ - N ! . N Wt
.* ./ |. Expenses PR 23,000 % | 26,000 -2 EE
:, Tre * a ~ FRTS : :
N Net Profit. ’ N % I Z
5‘ _'_t" — S—— . v
< - Al > i ’ ’ ’ ".', - ‘
’ ' ::; e ‘ T * b )
- - ' . . v' > * ‘: . . . ~ . ,"' - :
'z/_/ . .- 2. Which'was a better year for .Businéss Software Systems? .
SR A , . T .
- : Y . " T b ’
R - . v\ . T ‘
o - +.3. Name,two ways t?ql increase your préfits’, : . = . . ’
. A s R ’ T A ‘ .
. 4 . > \‘t ) i ' . ) a‘ -
. C, . 1 . . . , o~
) N % 4 . . X h
Discussion Questiong L R e e LY
- . ll‘ e ¢ Lttt , '»‘ : . ) -
ot 1. carol heard of _an’advertising \consultant in the ,area who charges $100 . . '
e ,7 . . EX
- an hour' to come twé an office to ma,ke aﬂvertlslhg suggestlons for
AR computer—reiated compa,nxes ?xke Cm-ol s. Carol hears" this woman is )
. part:.cular’ly gqu Do you thmk sﬁe “should hu-e har for a couple of
o 2
L A, hour%of adv1ce'7" The ,consultant Says it usually«taakes her about -
o ‘three hours to complete ‘the wor‘k o »'4' . '
T o _ = , 5 PP . N Co.
= o T : - I,
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Carol s husband Herb wants'Carol to get out of the bu51ness. He
claims that-sinte her‘proflt ratio went down from her second to her
third year of bu51ness, she isn't much of a businessperson. Pretty

soon, he tells her, she'll be losing money. What advice would you

give Carol? How much does it matter that Carol is losing support

frqm her husband? .

3. Carol has heard that there is some prejudice against women having

. . « » . .
“businesses in her area., Whether or not-this is true,~how-do-you—-- -——-—- ———

think it affects Carol's ability to maﬁe decisions about her business?

~

Group Activity

. 1
As a class, write down a list of at 1epst 20 different activities.

that you would have to do if you were gg}ng to be the owher of a software
de51gn company. Here are some examples to get you started:
Interview people to work for you L

Order paper end diskettes

.

After you have your list, see how xouqfeel about doing each activity.

Give yourself three points if you would enjby doing that activity, two

p01nts if you would not mlnd doing it, one p01nt if. YOu wouldy do 1t but

+

would not like it, anﬂ 0 if you would not do 1t, no matter what' There

“are no correct answers. It is an exerc1se for you fo see 1f owning a
Iy #m

software de51gn company mlght be for yQu.

¢
’

; o i

5




"your idea 1is a good one. -

SUMMARY

5 .‘ | '.e:.

This module has been about owning a software design com-

—_—

pany. People with training in computer programminf§ian start

sof tware design companies. f

K

. .
To- start a small business, you need to do{lots of fplan-

ning. First you have to be syre that owning a smhall usiness

»1s right for you. Then you have to decide what services to

offer, how tb.compete, and what legal requirements to meet.’

. - \

|
-You have to pick a good location--one wheqe you are com-

Q
forta‘le and where gpu have access to other computer busi-.

‘nesses. Then you hage to get qeney to start. \That involves

figuring out how much you'll need and showigg investors that

{1

15\ Being in tharge deans hiring good workers and training ’(ﬁ!

)

v

(4

eh

oz
b

L Y

them. Then you must keep track of your workers' job per-

-

- formance. . ; ) .

ar

W ' ° r

{ Sett'ing prices means figuring out the lowest price you

_cap charge to.meet your expenses and the highest_priqs you
can charge and still be competitive. Tb do this, you need

_information on your expenses and on your competition s prices.

¢
L 2

Advertising and selling are the ways you get cugtomers.
Advartising possibilities include putting)fds in trade maga-
dtnes, writing press releases, sending out direct mail adver-

»

tising, and maklng*contact with computer clubs and computer
fairs. . é '




4 -

.You 8hould keep good ffnancial records so you will know
- how your business is doing. _Then you cap-decide’if you can

expand your business or if you need to cut.it back. " _

B .
-’4.

I r
TRl

In’érder to own and operate a successful software design
company, you reed training ina meputer,prognamming, work
experience, and the special business managemént sgills we
haye covered in this mdﬂule, If you have not had a course in
co*ruter programming, you shodld take one before Qeciding 10 .
own a software design company. You can learn business méh—
agement ski}ls through busines§ classesi workaexperience, or
by using the”advice and example of an expert.

You may not mékeoa lot of money by owning a software
design company. However, you will have the personal satis- '
faction of,béing responsiblégfor-your business and making
your own decistons. Think about how important these things
are te you in cansidering whether §6u shouldestart youi'dwn
§;?tware desig:?tompany. Ap—"""

- . . . «




'1.
-'

¢

2.

L 4

3

Give three examples of products your software desigd

company -might sell. *
J

b. ﬁ‘

¢’

\

Which statement best describes how to start a software

desigﬁ business?

ae

3

When you decide to go idto usiness,qit is best to
qdit your job right away so y

to software design.

S

%®an devote all your ~

A

b. You probably shoﬁld hire at least one person right
away to help you with the business end of things.

c. When you first start your business, you may want to

e 2 o . -
- work alone id a small office.
2 e -~ . .
. - _ v 2 T .
* 3. List three steps involved in the process of getting a .

L4 . . N
computer pragram to market. ' C
a. ‘ - . s ‘ :
be. " . K T e ‘7

: y 4 . :
Ce
* . . " . t oy
. c. * . \\>' .
List three skills the owner of a software design company
should have. Lo '
ae : ﬁjf” : . ¢ -
b EPRNAN ) X
Ce . ~ ' 4 ‘ . - ‘ s
. * . N .Y ° .
M hd ' - 't
. ) N ’ hd
’ . . ‘




a. You can do your work anywhere, out\heing near areas
3 i that aretcomputer centers is helpful. ' i
_ b. You shquld Iocate ‘yonr business near a university so
) : that teachers o'f computer science can check youg work. 4
) ¢+ You should locate in a good office building SO you ~~
Ve will have contacts with other small buainesses. .
R ' . . 7" i . ) .
‘ 7. Jhich of the following should your include in your busi- ‘
ness description? . " )
a. ‘What your® targeted market will be . . .
RS Whether or not you are married T . N -
. c. Your pre'“viOus year's income . s )
R Lt . - . ' , -
N a 8. . List three main parts of a statement of ﬁinancial need. 2
s ' ) . . - ‘ ‘
. L ce .o ) . "
. 3 ]
\:/ 9. Which information nould' you 1need to put into a job \. « 0 b -
s . descriptio‘n" ' ’ . .. . 2
"a. Salary and hours L 7 ". Y ! .
~ b. Personalify type, age, and sex wanted ' .
. c. Directions to your home for the intervien., L - . .
' ’ | ' . - B o
.~ 10. Which of the following would probably be ‘the Eirst full=VY -

Ae

b.

.

<

yod won't have much of

the computers take up so much room.

c. you will have lots of distractions.

S

4

’.6-7/:4

2

-

.

Working out of one's home may not be a good “idea because!

"business image."”

[ Lo > .

hich statement about ch'oosing a business~1ocation is

most true? -

é'f Computer programmer - # s~
b Accountant ' . . = .-
ce General office worker - - . - \ ‘ '
d. Computer repair perbon . _ ) ‘ )

) . S8 '

i A . * R

time job you 'd £111 in ’S'our software design company? v




&11- What 1is user service? , - : ] ¢
a. It is the' information customers. provide concerning
. ' how well the program works.

b. It is answering the questions users might have when

. rl.mning the program. . ) R ) N
c. ‘It is offering classes in programmidg design.
. i A o \ ‘
12". . List tyxlee'ma_:]or start-up expenses f;o\r a software zasign . .
company. ‘o, - '
a. ‘
b. !/
T
‘13.,w.ha_t: s a "price break”? ’ C )
a. The amount of money you, need to break even
“b. The pe~rcent:a;gsé of the retail price that the store *
s OWNers ha.ve to pay . ) . !
¢, A dis:count: that retailers give their customers a
14. What:.isJa press release? T . R
a. The ,announcemént:’ and "f.ree copy of your program ;ent: ‘ T
. t:o trade mégazines‘ ’ . “ ’
b. A device on your program so it can't be cdopied *
ce.. A part of the manual that shows how to begin‘ the .
program 4 ‘ . ) '
. ' o - ' . . . hd . CT
15% Which of the following Ls propably the least effective ~
way to ad\'rerti\s'e' yo:) new computer program? ’ , ‘e
‘ae Print your busingss' ‘na'me on &he side of *your car T .
b. Slend.\a flier to computer clubs " " ' - ’
ci . Set up a di'splaylat: a cofnputer fair
. T ’ oL "‘. ‘ | : N ) .
; . . 1 ‘ ¥
- ®
o N s L . s
. . .
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16.

17.

N

ware design company have?

a.
b.
C.

d.

Author
Publisher

Salesperson

.All of the above

-

<

°

>
Which of the following role(s) does the owner of a soft-

s

v

.b. . what your credit customers owe.

.
The daily cash sheet gives you an idea of:

a. what your revenues ard. . 5
. ”

.

©d.

18.

19,

20.

c. wh# your profits are. <
what ‘your expense ratio is. -
) , . e .
Which price does the store owner selling you? program pay
to you? . . ‘
a. ; The wholesale price - - - . :
47 !

Coe

Which of the following is the most reliable sign of a
health& business?

a.
b.
.
d.

List two" things Carol can do to irdcrease revenues in her’,

The list~pz:cé
The discounted price

Risiﬂg revenues
Rising profits °
Rising prices

Rising expense ratio

spf tware design business.
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PROJECT PRODUCTS

- . ‘ -
e i
< Entrepreneurship Training Components
> 4
Vocational Discipline s Module Number and Title !
.
General Module I =~ Getging Down to Business: What's It All About?
-; Agriculcure Module 2 - Farm Equipment Repair . k .
Module 3 - Tree Service ' . .
Module 4 ~ Garden Center . ! T *
Module’s - Fertilizer and Pesticide Service
\ Module 6 "- Darry Farming ‘
- M » ]
Marketing and Module 7 =~ Appasel Store — "
. Diseribution Module 8 - Specialty Food Store ¥ N R l
. - M I 4
Module 9 =~ Travel Agegcy -
‘ * Module 10 - Bicycle Store ’ .

.Module 11 - Flower and Plant Store

Module 12¢* Business and Pexsonal Service

. 2
‘ s Module 13:- Innkeeping s 4 /f

Health . Modulé 14 - Nursing Service

—— " Module 15 - Wheelcna:ir Transportation Service
X

Py Modut® 16 - Health $pa

Business an‘dy 4 Module 17 % Answering Service - »

Offce -
X Module 18 - Secretarial Service

Module 19 = Bookkeeping Service

. . Module 20 ~ Software Design Company

N Module 21 - Word Processing Service .

.

Occupatdonal Module 22 - Restaurant Business ’ - .

‘ Home Ecopomics ; Module 23 - Day Care Center ¢ b
4 Module 24 - Housecleanzdih Service ¢ .

+ Module 25 - Sewing Service
Module 26 - Home Attendant Sgrvice

.

,Tecnnical , * Module 27 - Guard Service
Module 28 ~ Pest Control Service .

Module 29 - Energ# Specialisz Service L N

}{ades and * Modple 30 - Hair,Stvling Shop '
S

d N :
ndusgry i Mofiule 31 - Auto Repair Shop
. . N A4

dule 32 - Welding 3Business - 4

dule 33 - Constructign Elecc;ig:.an Business’ =

“ Module 34 - Cafpentry Busi\ness ie , \’
Modufe 35 - Plumbing Business * .
x ' Module 36 - Air Conditioning and Heating Service

. > T4

: Related Resources
’ T " 4
" »

Resource Gutde of Ex}s:ing Entreprenéurship Materials ¢

Handbook on UtilizatSod of the En-!;se};::éneuzsh;p Training Coré\;;onen:s
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